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jour Wood Screw Catalog Is Ready 


This latest Catalog is the last word in practical 
information about Wood Screws and kindred 
products. 

Its convenient size and up-to-the-minute data 
tables, etc., make it invaluable to dealers for refer- 
ence purposes. 

TRADE MARK Glad to mail you a copy. 


Continental no Barada. Mace 
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It is a known fact that in every line of human endeavor there is a respected 
leader, and yet few think to analyze the qualities which bring about such an 
aristocracy. 

Leadership is not a gift; neither is it a premium. It is a reward. A compensa- 
tion only to those who have served mankind in the best way they know. 
The reward for service is permanent just as long as it is deserved. When 
truth and honesty are cast aside, goodwill depreciates proportionately. 

It’s the “survival of the fittest; not physically, nor financially, but whole- 
heartedly. 

To take advantage of Frantz sincerity—to be an autHorized Frantz dealer—is 
satisfaction in itself. Carpenters, contractors, and home builders are learn- 
ing that the easily distinguished label, the color of the one below, on which 
the name of the maker is predominant, stands for all that can be wished for 
in Builders’ Hardware. 


FRANTZ MFG. CO., Sterling, Illinois 





Dept. HA-2 © F. M. Co. 


Horndwoare Sy the Label ” 
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Let Your Window Earn a PYREX Prize 





Put in a good PYREX window display. Cash 
in on the business. Come in on the contest. It 
is a wonderful opportunity to win profits and a 
prize at the same time. 


This is the fairest contest ever proposed. You 
compete with merchants in your own group. 
Every dealer has the same chance to win regard- 
less of the size of his store. And there is a good 
chance to win—125 prizes—$1500 in all. 


The window displays must be shown during 
March, April, or May—so dig up your clever 
ideas now. Read the rules and enter the contest. 


RULES OF THE CONTEST 











. Contest is restricted to those 
dealers who had PYREX in 
stock or on order at the time of 
the first announcement of the 
contest. 


ne 


. Contest will be continued until 
June Ist, 1925. Contestants may 
send in as many entries as they 
like. The remaining two months’ 
duration of the contest will en- 
able you to enter more than one 
window, thereby increasing your 
chance to win a prize. 


N 


. Contestants must submit photo- 
graphs of their windows. Photo- 
graphs should be sent in prompt- 
ly and not held up until the end 
of the contest. Each photograph 
should have the name and ad- 
dress of the dealer on the back 
and is to become our property. 
Mail photographs to the PYREX 
SALES * DIVISION, CORN- 
ING GLASS WORKS, Corning, 
N. Y. 


Ww 


4. 


“i 


Contestants are not restricted to 
an entire wmdow . displaying 
PYREX. Other merchandise 
may be displayed as well. The 
judges will render their decision 
on the basis of originality, 
merchandising and display value 
of the PYREX displays. 


. In case of ties the prize tied for 


will be awarded to each tying 
contestant. 


. Any kind of a photograph will 


be accepted, but contestants 
should endeavor to secure clear 
reproductions. 


. Photographs must be received in 


Corning on or before June 10th. 


. The Contest will be Judged by 


MR. LLEW SOULE, Editor 
Hardware Age, New York City, 
MR. RIVERS PETERSON, 
Editor Hardware _ Retailer, 
Indianapolis, Ind., MR. ROY 
SOULE, Editor Hardware 
Dealers’ Magazine, New York. 


The announced decision must be recognized as final. Photo- 
graphs will be judged and prizes awarded promptly after the 
contest closes. Checks will be mailed promptly to the success- 


ful entries. 


If your store is in a small town—you will compete only with 
dealers in towns of approximately the same size. If in a large 
town—you will compete with large-town dealers. Prizes will be 
awarded in each group. All towns are grouped in five divisions, 
according to population. Every PYREX dealer has an even 


chance. 


PYREX Sales Division 


CORNING GLASS WORKS 
CORNING, N. Y., U.S. A. 


Originators and Patentees of Oven Glassware 





How the Prizes Will Be 


Distributed 
GROUP 1 
Dealers in towns up to 5,000 
Population. 
lst Prize $100.00 
2nd Prize 50.00 
3rd Prize 25.00 
4th Prize 15.00 
5th Prize 10.00 
Also 
20 Prizes $5.00 Each 
GROUP 2 


Dealers in towns between 


=. 5,000 and 10,000 


‘2 Population. 
lst Prize $100.00 
2nd Prize 50.00 
3rd Prize 25.00 
4th Prize 15.00 
5th Prize 10.00 
; Also 
20 Prizes $5.00 Each 
GROUP 3 


Dealers in towns between 


10.000 and 25,000 


Population. 
Ist Prize $100.00 
2nd Prize 50.00 
3rd Prize 25.00 
4th Prize 1500 
5th Prize 10.00 
Also 
20 Prizes $5.00 Each 
GROUP 4 


Dealers in towns between 


25.000 and 50,000 


Population. 
Ist Prize $100.00 
2nd Prize 50.00 
3rd Prize 25.00 
4th Prize 1590 
5th Prize 10.00 
, Also 
20 Prizes $5.00 Each 
GROUP 5 
Dealers in towns over 50,000 
Population. 
lst Prize ° $100.00 
2nd Prize 50.00 
3rd Prize 25.00 
4th Prize 1500 
5th Prize 10.00 
Also 
20 Prizes $5.00 Each 





Right now, during April and May 
—months when women are replen- 
ishing household equipment, when 
thousands of gifts are being bought 
for the season’s weddings, when the 
housecleaning program is on and 
new household merchandise of all 
descriptions is being purchased—is 
the time to put PYREX to the 
foreground in your windows. 

And you have the added incentive 
of the cash prizes being offered in 
this Anniversary Window Contest. 
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TITTLE RR anne 


TD TAPS 


FOR EVERY 
REQUIREMENT 


From the “Gun Tap” down 
to the bit brace pump maker’s 
tap. From high speed pre- 
cision production down to the 
roughest sort of repair work 
there’s a GYD tap for every 
threading job. 





There are 

several advan- i NV ID 
tages in purchas- 
ing GT D taps. As 
threading ‘Headquar- 

ters” GY D carries in stock 

the most complete line of 
threading tools to be found any- 
where. Not only taps but also dies, 
gages, and threading machines. So 
there is no need to shop around for other 

tools of this class. Buy them with your taps. 
Put the responsibility up to one manufacturer. 











Also the @ FD method of packing taps 1s second 

to none. Every tap leaving our stock room 1s indi- 
vidually wrapped or boxed in convenient containers. The 
store in which space is valuable cannot afford to overlook 


the importance of good packing. 





We Welcome Requests for Catalogs 
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Twist Drills CORPORATI — \. Little Giant 






VT a 2a Pipe Wrenches 


GREENFIELD. — 
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THE FINEST ON EARTH 


Carpenters Wanted the 
Atkins four Hundred 


The demand for this high grade saw, THE four Hundred is growing by 
leaps and bounds, because master carpenters and other expert saw users know 
that itis a REAL SAW. 

Better stock a dozen or two and thus realize more profitable sales in your saw 
and tool department. 

THE four Hundred is made Skew Back in regular width and Ship Pattern; 
also Straight Back regular width and Ship Pattern in 20, 22, 24 and 26 inch 
lengths. It is a genuine Silver Steel Blade, 5 gauges taper ground which 
makes it a fast running, easy cutting saw. Mirror polish and fitted with a 
solid rosewood handle of the Perfection Pattern which prevents wrist strain. 


WRITE FOR COMPLETE CATALOG 
descriptive of our full line 


“A PERFECT SAW FOR EVERY PURPOSE” 


E. C. ATKINS & COMPANY 





Established 1857 The Silver Steel Saw People: 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCH HOUSES: 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 


Paris, France Vancouver, B. C. 
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NEWSPA PER Advertising 

in 20 big city dailies, cover- 
ing 19 metropolitan buying 
centers is the “back-bone” of 
NICHOLSON File 1925 
Campaign. 


With the Saturday Evening Post, 
Collier’s, Scientific American, 
Popular Science Monthly, Pop- 
ular Mechanics, Country Gen- 





tleman, state farm papers and 
trade journals, we are filling in 


_ the gaps---reaching all classes of 


tool users thruout the nation. 


We have carefully planned this 
campaign in all its ramifica- 
tions --- and we shall thoroughly 
execute our plans. 


Stock up on NICHOLSON Files 
and share the profits with us! 


NICHOLSON FILE COMPANY 


PROVIDENCE, R.1., U.S.A. 





NICHOLSON FILES 


~a File for EVery Purpose 
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Famous Since 1819— 


Surely the fact that over one hundred years of tool making ex- 
perience is built into each and every PEXTO Snip is worthy of your 


consideration. 


The PEXTO Snip line is very complete and consists of every 
practical style and size. The quality of material is the best, the finish 
durable and attractive and they are fully guaranteed. : 


Write for Catalogue of Complete Line of Mechanics’ Hand: Tools 


“The 


PECK STOW & WILCOX CO. 
Southington, Conn, USA. 














Tie 
Out 
Chains 


No rotting like 

rope—willlast for 

years. Lengths 

20 to 59 feet. 

{ You will get 

more business if 

you suggest 

them to your trade. Ask for 
Tenso pattern. 





Dog Leads 


Kennel Chains 


You can sell 
dozens in your 
locality. The 
**Acco”’ line cov- 
ers the whole 
field and simpli- 
fies ordering.Ask 
your jobber 
for an assort- 
ment displayed 
on attractive 
metal hanger. 

























Develop Chain 


HARDWARE 








Welded or Weldless 
Chain for Barriers 


Chain is the most beautiful, practical 
and economical barrier for small grass 
plots—along sidewalks, for theatre rail- 
ings, office railings, etc. 


There’s business in barrier chain to be 
had in your city. Whenever you sée 
makeshift barriers, suggest chain for 
permanence. 


This is but one of scores of suggestions 
you can make to customers on the use 
of chain. Whenever chain does the job 
better—sell chain. You’ll build up a 
profitable chain department by doing 
this. 


AMERICAN CHAIN COMPANY 


Incorporated 
Bridgeport, Connecticut 


In Canada: DOMINION CHAIN COMPANY, Ltd. 
Niagara Falls, Ontario 


District Sales Offices 
CHICAGO NEW YORK PHILADELPHIA 
PITTSBURGH SAN FRANCISCO 
World’s Largest Manufacturers of Welded and 
Weldless Chain for All Purposes 


BOSTON 


‘ 
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Cow Ties 


Far more sanitary than rope— 
last longer. Save the dairyman’s 
time. Good profit makers. Fur- 
nished in welded or weldless 
chain. 


Acco Sash 
Chain 
More quickly and easily in- 
stalled than cord—easily cut 
to right length. Stays on the | 
pulley—doesn’t fray, rot 
and break. Keep Acco Sash 


Chain where your customers | 
can see it. Suggest its use. 





eye e 
Utility Chain 
Log or bindin2 chain will serve 
your customers much better than 
rope. Every farmer.everv lumber 
company, every haulage con- 
tractor needs one or two of these 

general utility chains. 


a= 
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that will Increase Hardware Profits 
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You Are Missing Profits 
—if You Fail to Carry These 
Chain Items in Stock 
There’s good profit in Breast Miscellaneous Harness 
Chains. Feature them in a chain Chain Chains 
window or wall display. Also a Butt Chains 
complete line of Elwel Breast Sash Chain : a il 
Chains in single, double slack or Porch Swing Chains Trace Chains lle rummanil 
tapered chain. Cow T; Breast Chains Halter Chains— 
Dow L ned Heel Chains 
W q | og Leads ~ Halter Chains Tenso Pattern 
arness Hardware Kennel Chains Fitted with Welded Ring, Wire 
Concord Toggles, Clip Cockeyes, Wagon Chains) Harness Toggle and Snap. Furnished 
etc.—a good line of harness hard- Log or Binding Chains Hardware in three patterns in weldless 
ware. You can get the repair Key Rings Rings, Squares chain—two patterns in welded 
business in your locality. S-Hooks Loops. Dees chain. Let customers know you 
aan ; o carry them. 
Ceiling Hooks Clip Cockeyes ' 
Lap Links Hame Clips, Bits 
Repair Links Cockeye Toggles 
Passing Link Chain Concord Toggles. 
Concord Fenape Clips AMERICAN CHAIN COMP ANY Most dealers do a big business in 
these electrically welded trace 
; Incorporated chains. Youcandoublethe profits 
Bridgeport, Connecticut from your chain department by 
In Canada: DOMINION CHAIN COMPANY, Ltd. ——e 
Niagara Falls, Ontario 
Bridle Squares District Sales Offices 
BOSTON CHICAGO NEW YORK PHILADELPHIA 
PITTSBURGH SAN FRANCISCO | 
World’s Largest Manufacturers of Welded and _- 
Weldless Chain for All Purposes 
Bits : A PRODUCT OF THE 
| cuttin. 


in business 
for your safety 
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Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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— KAocks & Hardware 
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YOU can get your share of this prof- 
itable business by pushing Sargent 
Cylinder Padlocks. Show them to 
your motorist customers. Display 
them in your windows and at your 
counters. Point out that here is 
the most practical and inexpensive 
kind of theft insurance and that it 
needs no renewal. You can call at- 
tention to the fact that Sargent 
Cylinder Padlocks give the same 
protection as the Sargent Cylinder 
Locks on the entrance doors of 
homes. Twisting or prying cannot 
open them. These are the padlocks 


The automobile 
has developed a 
great field for 
better padlocks 


Spare tires, tool boxes, 
garage doors 
must have. them 





which motorists want and will buy. 

Sargent Subcylinder Padlocks are 
lower priced, yet remarkably strong 
and dependable for use on cellar 
doors and windows, tool-houses, 
closets and chests of valuables. To 
help you sell more padlocks, a steel 
display panel (No. 501) is furnished 
with assortment of twelve popular 
Sargent Padlocks. Order “501” to- 
day. Interesting folders for mail- 
ing and counter use are furnished 
free. Our Co-operative Advertis- 
ing Service Booklet will also be 
sent you upon request, 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR SARGENT HARDWARE 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 
| No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 





Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 


CORTLAND, NEW YORK, U. S. A. 


' ESTABLISHED 1873 INCORPORATED 1892 
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The Architect is happy! 
The Builder is happy! 

The Dealer is happy! 

The Housekeeper is happy! 


Everybody who has had any experience with 


Whitco Hardware 


for swinging and controlling casemerft sash and 
transoms is happy. 

It hardly seems possible that any mechanism 
could be so simple, so practical and so depend- 
able that two hundred thousand of it could be 
made, sold and put into use, without some fault, 
some flaw, or some weakness disclosing itself. 
Yet that is the record WHITCO made for itself 
in 1924 - its first year on the market. 
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Cverybody Happy ! 


Not one of the many thousands of people who 
have had todo with its specification, its pur- 
chase, its sale, its installation, or its use, has 
registered the slightest criticism of the hardware 
itself, of the way it works, or of the service it 
gives. 


Not a single solitary complaint has been made 
about it. 


Of the hundreds of users we have heard from - 
either directly or indirectly - many express satis- 
faction - more indicate happiness - but most of them 
come right.out with the most enthusiastic endorse- 
ment. 


What has been your experience with WHITCO? 
Or don’t you know about it yet? 


Write us in either case. 


In Solid Brass (per set) the equipment for one casement sash or transom $2.25 


Rust-proofed Steel 


44 “é ‘é «6 of $1.75 


VINCENT WHITNEY COMPANY 





Western offices: 
365 Market Street 
San Francisco 


Eastern offices: 
636-642 — Trust Bldg , 
o 


ston 


Send all inquiries to nearer Office. 











Mie 


“The retail hardware 
dealer can obtain Whitco 
through his jobber” 








““Even the 
Carpenter 
is happy’’ 
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The Story of 
the Empire 
New Process | 
Bele - °° ° 
| Chapter 1. No.5 
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Those Mysterious 





F you figured what you paid 
every year for bolts you 
couldn't use, because they 

wouldn't fit, you'd be somewhat 
appalled at the waste. 


And if you added to this the 
hours of labor thrown away on 
bad bolts, you'd behold one of 
those mysterious profit leaks 
that plant executives try so un- 
availingly to account for. 


But we can show you how 
to account for this one. 


Cut Threads the Cause of 
Bolt Troubles 


A man at a lathe can cut and 
grind and polish a thread under 
a magnifying glass, until, after 
hours of labor, he has one that 
will observe extremely close 
limits of tolerance. But imagine 
what you'd have to pay for bolts 
made like that! Yet there's no 

.other way to cut a thread and 
secure uniform accuracy. 


The cutting dies used in the 
quantity production of bolts lose 
some of their keen edge with 
every bolt that passes through 
them. Some bolts have hard 
spots that resist the cutting edge, 
others have soft spots that yield 
too far. And all kinds of threads 
come out, as a consequence. You 
get every variety of fit and mis- 
fit with every lot of cut thread 
bolts you buy. 


Profit Leaks 





Bolts Threaded in New Way 
Have Unapproached 
Accuracy 


When it was found that the 
problem of thread accuracy 
could not be solved by cutting, 
Empire engineers sought the so- 
lution in an entirely different 
method of thread making. 


Using a newly developed type 
of machine tool, they produced 
a new kind of die of uncanny 
accuracy. This die, instead of 
cutting the thread, duit it up 
under pressure on a specially pre- 
pared blank. 


Seen through the searching 
eye of the Comparator, the 
thread of an Empire New Process 
bolt shows the same close accu- 
racy as that of a hardened and 
ground gauge. You can’t tell 
them apart. This accuracy is 
uniform throughout the whole 
production of Empire New Pro- 
cess bolts. If you buy one hun- 
dred or one thousand or one 
gnillion New Process bolts, you 
will have that many perfect 
threads. 


And why vot have them, since 
they cost no more than cut 
thread bolts? They are available 
in any quantity and in all styles 
and sizes up to and including % 
inch. Would you like to ex- 
amine some samples? If so, just 
drop us a line. 


RUSSELL, BURDSALL & WARD 
® BOLT& NUT COMPANY © 


PORT CHESTER.NY. 


PEMBERWICK.CONN. ~~ CHICAGO - 


SAN FRANCISCO 


ROCK FALLS .UL. 





Makers orf Bolits,Nuts and Rivets Since 1845 











EMPIRE 
Jew Roces BOLTS 





i 
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Reversible Fork 
Carrier (above) 
Operates on % inch 
cable. Gravity locks. 


the market. 


Our new raft- 
er brackets 
and hangers 
(left) have re- 
volutionized 
the installation of hay car- 
rier track. Save more than 
half the work formerly needed. 
No burrs, nuts, washers — 
nothing needed but nails and 
a hammer. 


HARVESTER 
Hay Tools 


HARVESTER Hay Tools abound in 

qualities which make them easy to sell, 
and keep them standing up to years of hard 
service, adding every season to the good 
will of the man who buys them of you. 
There are Harvester outfits still in use after 
40 years of service. 





Illustrated here are a few of the many car- 
riers, and the strong, exclusive STAR Doubie 
Flange Steel Track. The complete line covers 
the entire range of hay tool requirements— 
there is something to meet the need of every 
farmer in your community. Write for catalog 
—it tells the complete story. 


HUNT, HELM, FERRIS & CO. 


Harvard, Illinois 


Minneapolis 
San Francisco 


* 


Beale, 


Albany 
Los Angeles 
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STAR 


No. 493 Harvester Reversible 
Fork Carrier (below). Big- 
gest, strongest fork carrier on 
Gravity lock. 


AGE 
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STAR Double 
Flange Steel 
Hay Carrier 
Track (below ). 
Its Y-shape is 
most rigid 
known. Cannot 


bend, buckle, 
twist or spring. 
Holds up per- 
fectly under 
heaviest loads. 









f 
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No. 687 Harvester 
Giant Sling Hay 
Carrier (above). 
Load suspended 
from center of car- 
rier. Roller bearing. 


No. 503 Narvec::c- 
Reversible Fork 
Carrier (left). De- 
signed for 4 inch 
wood track. Plain 
or roller bearing. 


No. 1126 Harvester Cross Draft 
Carrier (below). Requires no 
trip block. Takes load up at 
right angles to track. Plain or 
roller bearing. Trips automatic- 
ally with draft rope—no trip 
rope required. 
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A FINE 
VALUE 


The Rose at $1.80 
is the equal of any 
$6.00 screen door closer 
you ever saw. Pow- 
erful. Durable. Easy 
to install. Easy to ad- 
just. Handsome Duco 
finish---And, say, you 
can’t beat the free 
Demonstrator for 
making the sales. 
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SCREEN DOOR CHECK 
AND CLOSER 


A great item, a great price and a great method 
of selling! That means Profits! 


The Rose outclasses anything at near its price. 
And when your customers see it actually at work 
on the Counter Demonstrator the sale is as good 
as closed. 


The Demonstrator is free. Get it. Use it. The 
Rose will lead all others in sales. 


Recommended by your jobber. 


FRANK ROSE M'FG. CO. 
HASTINGS, NEBR. 
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Customers are quick to grasp and appreciate the remarkable advantages of U. S. Poul- 
try Fence once these are called to their attention. These outstanding sales fea- 
tures will aid you in selling U. S. Poultry Fence with the minimum of effort. 


Superiorities of U. S. 
Simplify Selling 


It’s All in U. S. Poultry Fence is built like a Farm Fence. Line 

the Wace wires run parallel the full length of the roll. The in- . 
tertwisted, reinforced joints lock the line wires so firmly 
together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence. 





-~ U.S. Poultry Fence requires no top rail, no baseboard. 
oa ne a d It stretches like Farm Fence, without buckling, bagging 
FCT a sagging. The tighter you stretch it the better it 


looks and the better it stays. 


Rolls Out U. S. Poultry Fence rolls out flat like carpet. It cuts 
Flat FI without waste. The neat, compact rolls occupy one- 
a wie space than old style netting. 


Costs Less With all its superiorities, U. S. Poultry Fence costs no 
Really it costs less “put up” for it requires no 


- o0 more. 
Put Up . wood frame and fewer posts to erect it. 





A Fence to The neat, symmetrical appearance of U. S. Poultry 
ho Meal ai f Fence appeals instantly to all buyers. It is easy for a 

customer to picture just how well a fence made of U. S. 
will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. §. Poultry Fence. 





Indiana Steel & Wire Company 


Muncie, - - Indiana 
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HARTFORD TIRES 


The Maximum Mileage Per Dollar 








All Types 


To fit old Rims 


The Coming Thing 











very fair margin of profit. 





From the beginning of the tire industry Hartfords have been looked upon 
with the highest esteem by all classes of drivers—(they all know them). 


Our Complete Stock of all sizes and types, (including Bus and Truck 
Tires )—assures you of satisfactory service—giving you a quick turnover and a 


We are also distributing a complete line of standard automobile accessories 


that every hardware man can and should sell. 








The George Worthington Co. 
CLEVELAND-—Established 1829—OHIO 
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High Pressure Cord— 


Still the leader in sales 


Balloon Type Cords— 


Full Balloons— 
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TRADE MARK REG. 


The Sun Bursts 1n Full Glow 


on the 


Hard Wear Age 


aud the Sun’s first rays bring out in bold 
relief the magic letters of 


TRADE MARK REC. 


meaning those famous shoe repair prod- 
ucts that OUTWEAR BEST 
LEATHER 2 to 1 


Stock them in half soles, heels and strips, in black 
and tan, for men, women and children. 
History tells us of the IRON AGE, GOLDEN 
AGE, ELECTRIC AGE, etc., etc., but this is THE 
HARD WEAR AGE. 
Some call it the ECONOMICAL AGE. 
Whichever it is,;—they go hand in hand—HARD 
WEAR AND ECONOMY— 
That motto is uppermost in the mind of all Traders, 
whatever they buy. 

DON’T LET YOUR CUSTOMER ASK FOR 
PANCO BEFORE YOU HAVE IT. 
Your jobber can supply you—or write us direct— 


NOW. 
Look for the name PANCO 


on every piece. 





~ THE PANCO COMPANY - 


CHELSEA,MASS. 
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BADGER TYRES 


A line offering unusual 
opportunity for building a 
bigger and better tire busi- 


hess. 


Through exceptional qual- 
ity, and unusual service ren- 
dered, its distribution and 
prestige is national in scope. 


Representative Jobbers 
everywhere recognize its 
merits, and recommend it to 
their Dealer Trade. 














In short, it is a most com- 
plete, competitive, permanent 
and profitable line. 


Dealers supplied exclu- 
sively through the Jobbing 
trade. 


THE BADGER RUBBER WORKS 
MILWAUKEE, WISCONSIN 
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From 
Our 
Readers 


“If there were no other reason 
for taking your magazine, the win- } 
dow displays featured _ therein 
would be sufficient, but the price 
quotations you list weekly are My 
worth several times the cost of ii 
your magazine.” 

Sisson-Keller Hardware Co., 
California, Pa. 








“HARDWARE AGE is a great asset 
to any hardware merchant and he 
should not be without ,it. I have | 
enjoyed it immensely.” | 

(Signed) T. E. Gay, | 
Hardin, Mont. i 


“For many years we have been | 
regular subscribers to HARDWARE i] 
AGE, and the magazine is highly | 
valued by us.” 

(Signed) EH.A. Holmgreen, 

Alamo Iron Works, 
San Antonio, Tex. 


“IT have always enjoyed your iil 
paper and do not fail to read it HII 
regularly as soon as it arrives.” | 

(Signed) Jno. H. Holtman, 
St. Louis, Mo. 
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I’ the interest of early hardware buy- 
ing McKinney is distributing thou- 
sands of “Forethought Plans.” They sell 












































the consumer this “early” idea while his 
home is still on paper. You can profit 
by this work. Write for the story. 






McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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Why Customers Are Lost 


fakd LORE indifference causes 69 per cent of your lost 
mc, ¥1 customers,’ Henry A. Squibbs, Manager, Fence 
-<4 Department, American Steel & Wire Co., told sev- 
eral hardware conventions this year. This distressing factor, 
plus losses through price, grievances and better merchandising 
of competitors equals 97 per cent of your losses. 


Only 3 per cent of your lost trade is unavoidable and 
that is caused by families moving out of your trade territory. 
Mr. Squibbs figures on the reasons for lost customers are 
summed up in the table below: 








Store indifference . ; . 69 per cent 

Price . , ; , 9 

Grievance. ; . 14 

Move Away . ; ; 3 

Lured Away . 5 | 
Total . ’ . 100 











Store indifference is an unpardonable sin in retailing and 
can be curbed by intelligent educational efforts among your 
associates. Teach them the importance of service and you 
will curb this loss. The loss of trade through the price factor 
suggests the need of investigating your buying sources, and 
sometimes the meeting of another’s price. No grievance should 
grow cold without equitable adjustment. If 3 per cent of your 
trade move away there should be new families coming in to 
compensate for this loss. If 5 per cent of your trade is lured 
away the only remedy is better merchandising. 


The entire problem of lost trade can be overcome point 
by point if you watch your losses, check them up and adjust 
and overcome the factors which cause these losses. 
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Our Readers’ Forum 


Are There Too Many Hardware 
Stores? Asks Mr. Snyder 


HE following letter was submitted to 

the question box discussion at the recent 

meeting of the Brooklyn Hardware 
Dealers’ Association. While the writer had in 
view the borough of Brooklyn, the conditions 
he pictures are likely to be found in every 
progressive section of the country. Several 
answers were offered at the meeting, but 
it was unanimously voted that the entire let- 
ter be submitted to the Reader’s Forum of 
HARDWARE AGE. We invite your honest opin- 
ion on behalf of the Brooklyn association 
and other readers: 


66 \ WALK through the Borough of 


Brooklyn cannot fail to force upon 

the attention of a person interested 
the ever increasing number of hardware 
stores—sometimes two on one block, where, 
it would be difficult to imagine that one 
would be self-supporting. 

“Many of these establishments are of 
very small proportions, but each has its ex- 
penses to meet, and the proprietor is doubt- 
less determined that the business shall yield 
him a living. 

“Without a sufficient demand for their 
goods to enable each to have a fair share of 
this trade, this large number of small under- 
capitalized enterprises creates the keenest 
and most unhealthy competition, with the 
probability often uppermost of securing 
prices for their merchandise beyond the in- 
voice figures, with no thought and perhaps 
less understanding of what ‘profit’ and 
‘margin’ really mean, and a strong tempta- 
tion to reserve to themselves every advan- 
tage in their relations with their customers. 

“This condition not only affects those 
immediately responsible, but must have a 
demoralizing effect on the entire hardware 
trade of Brooklyn. 

“The writer has given this subject some 
thought, and while not altogether com- 
mitted to the idea, has almost come to the 
conclusion that a great deal of the blame 
for encouraging many of these misguided 
people into investing their savings into 
enterprises that, in a great many instances, 
must eventually end in disaster, may be laid 


to the doors of overzealous New York job- 
bers or their representatives. 

“With the thought only in mind of selling 
goods, the prospective customer is not ad- 
vised as to the wisdom of selecting a proper 
location, how much cash he should have on 
hand to meet his initial obligations with 
something left with which to ‘carry on.’ 

“Credit is made easy in order to keep the 
customer in bondage and freeze out a com- 
petitor. 

“Several sidewalk deliveries per week 
are made with quantities so small as to 
encourage the dealer to carry nothing more 
than a stock of samples. A book of net 
prices is furnished by which these small 
dealers are enabled to quote prices, often 
establishing false values, and making it 
difficult for a legitimate dealer who carries 
a representative stock to obtain reasonable 
prices. 

“There is much talk about changed con- 
ditions in the distribution of hardware, the 
introduction of ‘chain store’ systems, ete. 

“Will one phase of some of these fore- 
‘asted changes be the conclusion of some of 
these Jobbers who are tied up with a swarm 
of these little shops, who reason that they 
might just as well make frequent deliveries 
and trifling quantities direct to the con- 
sumer and get all of the profit and cash, 
‘ather than continue the present system 
with all of the handicaps that it represents? 

“More might be said, but there is suf- 
ficient here to give you a lead. 

“WHAT DO YOU THINK?’ 

“Perhaps the writer is all wrong. 

(Signed) John J. Snyder, 

“Snyder of Flatbush,” Brooklyn, N. Y. 





‘*The Customer Is Always Right’’ 


a N old grouch -came to my store the 
other day and he proceeded to tell 
the salesman that we had sold him 

an axe for two dollars, and that he could 

buy the same brand of axe from a mail 
order house for $1.25. He was right. He 
said we were a lot of robbers. He was right. 

He had bought the axe on a credit and said, 
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he would not pay for it. He was right, and 
he didn’t pay for it, and that was right. 

“Another claimed that we sold him a 20 
rod roll of wire fence which had only 16 rods 
in it. He was right. We gave him the 
other four rods because he was right. 

‘Another claimed that a cook stove which 
we sold him a year previous would not bake. 
He was right. He refused to pay full price 
for it. He was right. 

“Another claimed he bought a bill of 
carpenters’ tools from us. We checked them 
into his auto but when he got home found 
he was short a hand saw and he said it was 
never put in his car. He was right and we 
gave him another saw. 

‘Another claimed he had paid $20 upon 
his note of which we had no account and he 
had no receipt but he was right and we 
entered up the credit. 

“Another broke the blade out of his 
pocket knife whittling on a piece of soft 
white pine. He was right and we gave him 
another one. 

“A woman bought a lawn mower the year 
previous, brought it back and said it would 
not cut the grass. She was right and we 
gave her another. 

“This reminds me of the farmer who be- 
lieved that everything that happened was 
right and for the best. He had three horses, 
one died and he said that was right and for 
the best. Then another died. He said he 
guessed that was right and for the best, and 
finally the third and last one died and he 
couldn't finish his crop. He said: “That may 
be right and for the best, but Pll be darned 
if I believe it’ and I feel the same way about 
the customers always being right. Thev 
may be, but I don’t believe it, and I would 
just like to know who started that bunk. It 
is not true, and nobody believes it. Some 
of your customers are as crooked as a cork 
screw 1f vou remember how they look.” 

(Signed) Hamp Williams 
Hot Springs, Ark. 





Should 


Transportation Be Figured 
in Mark-Up? 


- HEN opinions differ among our 
members we alwavs like to get to 
the bottom of things by asking 

some one outside of our business as to how 

they would solve the problem at hand. 


“No doubt, you have had occasion to run 
across this question before, and if not too 
much trouble would like to have you give us 
what seems to be the consensus of opinion 
among hardware people regarding it. 

‘*A’ contends that your mark-up should 
be figured on the cost of merchandise laid 
down at his door. He declares that as trans- 
portation is part of the cost of merchandise 
and has to be paid for even before the mer- 
chandise itself, he is entitled to a profit on 
it. 

‘““B’ says that he figures a mark-up on 
the invoice price of the merchandise to which 
he adds the transportation charges to arrive 
at a selling price. He hands the transpor- 
tation charges along to the customer but 
makes no profit on them. 

“We realize that there can be no set rule 
on the above but would like to get the 
opinions of some one else on the subject. 

“What is your opinion?” 

(Signed) H. Denechke, Sales Manager, 

James & Hawkins, Ine. 
Brooklyn, N. Y. 





Do People Go to Small Stores 
for Small Things ? 


se PERATING on the theory that 
() people go to small stores for small 
things and to big stores for big 
purchases, I have long specialized in small 
articles that are in constant demand. One 
of my specialties is electrical staples—wire, 
sockets, bulbs, plugs, ete..—in which I do 
a substantial business. I carry a stock of 
this class of merchandise that averages 
about $500. I turn over this stock four 
times annually. 

‘“There’s money in little things. Most 
people are busy looking for big sales and 
big profits. Ill take a large number of 
small sales at a quick turnover, even though 
the profit is proportionately small, in prefer- 
ence to a big deal once a month, ete. 

We invariably seek a small store for small 
things, and that is where the small store 
owner can make good money for himself 
if he is on to his job and features little 
things in a big way. 

“What do you think of that way of look- 
ing at it?” 

(Signed) “Retailer” 
Portland, Ore. 
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Carnations for Mothers’ Day—May 10 


By Charles P. Catlin 


OTHERS’ DAY offers unusual oppor- 
tunities to every hardware merchant to 
build lasting good will with the lady of 

the home. 

Here’s your one big chance of the year to 
win high favor with the ladies who control the 
family purse and who are the vital factor in 
the success of your business. 

Think this over carefully: 

—How much money have you invested in 
your business? 

—How much of your investment repre- 
sents merchandise for men? 

—How much of your investment repre- 
sents merchandise for women? 

—How much of your investment repre- 
sents merchandise for the home? 


Front of Folder 


line of house furnishing goods—everything 
from the steel range, refrigerator, kitchen cab- 
inet, electric washer to clothes pins—but are 
also to be reckoned with when it comes to pur- 
chasing builders’ hardware, paints, linoleum 
and hundreds of gift items you carry in stock. 

Believe me, if I were in the retail hardware 
business today, I would take a keen interest in 
Mothers, Mothers’ Day and Mothers’ Welfare. 

One of the first things I would do on Monday 
morning, May 4, would be to set my house 
(store) in order. I would arrange my stock 
attractively—have a general “spring store 
cleaning.” 

Then I would utilize the floor display space 
for the purpose of displaying up-to-the-minute 
seasonable lines such as oil cook stoves, refrig- 
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We specialize in 
| Gifts of Utility 
Gifts for 


Coffee Percolators 
Oven Glassware 


Birthdays Anniversaries 
Mothers’ Day Thanksgiving 
Weddings Christmas 
| Vacuum Bottles 
Silverware 
| 


| Casseroles 

| Carving Sets 
| Kitchen Cutlery 

| Shears and Scissors 
| Clocks 

| Nickel-plated 

| Tea Pots 

| Coffee Pots 

| Baking Dishes 


Electrical Appliances 


Waffle Irons 
Toasters 

Grills 

Sad Irons 

Dise Stoves 
Curling Irons 
Chafing Dishes 
Fans 

Sewing Machine Motors 
Heating Pads 
Vacuum Cleaners 
Percolators 
Washing Machines 
Family Scales 
Carpet Sweepers 
Bird Cages 

Radio Sets 











(Dealer’s Name Here) 


— 








Figure it out, the result will prove very in- 
teresting. You will then have a greater ap- 
preciation of the value of making a strong ap- 
peal for the women’s trade. 

Women are interested not only in a complete 


Suggestion for folder to be used in connection with Mothers’ Day. See opposite page for inside of folder 








erators, electric washers, vacuum cleaners, 


cream separators, ice cream freezers and other 
bulk goods. 

The next step would be to place two or three 
tables in the front of the store—near the door 
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—and cover them with white linen table cloths. few carnations and an appropriate sign some- 
On these tables I would place some attractive thing like this: 
gift items, such as vacuum bottles, electrical Gifts That Will Please Mother. 


Inside of Folder 




















Quick and Simple How to Make 
Method of Delicious Waffles 
Cleaning Silverware For Four People: 
NY Silverware will discolor—tarnish—un- 1% cups flour 
der certain atmospheric conditions. This 3 teaspoons baking powder 
is not serious and in no way injures the silver. % teaspoon salt 
If your silverware becomes tarnished, take a 1 cup milk 

clean (free from grease) aluminum pan. Yolks 2 eggs 

Dissolve in. it Whites 2 eggs 

1 teaspoonful of table salt and 1 tablespoon melted butter 

1 teaspoonful of baking soda 

to each quart of boiling water. Immerse the 

Silverware until tarnish is removed; then Mix and sift dry ingredients; add milk grad- 

rinse in clean, hot water and rub dry with a ually, yolks of eggs well beaten, butter, and ’ 

clean (free from dust), soft cloth. To secure whites of eggs; beat stiff; cook on hot Electric 

a higher luster use any good silverware polish. Iron. Serve with maple syrup. 
appliances, oven glassware, casseroles, correct If I did not have kitchen tables in stock that 
service pieces of silverware including a 26- I could use for this purpose, I would borrow 
piece chest of knives, forks and spoons. On them from my fellow merchants—or if neces- 
each table I would place a vase containing a sary I would rent or buy them. Regardless of 


~ 





Mothers’ Day, which is to be ob- 
served nationally on May 10, 1925, 
is your opportunity to feature in 
your interior and window displays 
gift articles that will keep Mother 
young and happy. 




























HARRY WHNSON 
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the small expense and trouble to which you’ll 
be put, you will find this a profitable invest- 
ment. 

Then I would direct my attention to one of 
my windows—put in a very attractive window 
display of various items that make splendid 
gifts for women—items that retail from 25 
cents up: Electrical appliances, oven glass- 
ware, casseroles, silverware in gift boxes, 
carving sets, fireless cookers, nickel-plated 
ware, percolators, aluminum ware, kitchen cut- 
lery, shears, scissors. I would place a sign 
(placard) in the window something like this: 








Mothers’ Day 


Sunday, May 10, 1925 
4406s 
Gifts That Heep 
Mother Young 
and Happy 




















Then I would arrange to run an advertise- 
ment or two in the local newspaper—say, one 
on Thursday and another on Friday, May 7 
and 8—inviting the mothers of the community 
to visit my store Saturday, May 9, to receive 
with my compliments a recipe for cleaning and 
keeping silverware bright and beautiful, and 
a recipe for making delicivus waffles on an elec- 
tric iron. 

This can be accomplished by having 500 to 
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1000 small circulars printed by your local 
printer at a small cost, as per illustration. 

I would not commercialize these advertise- 
ments. The store, tables and window display 
will speak for themselves. 

Now for the climax! I would suggest you 
spring a real surprise on the ladies who visit 
your store on Saturday, May 9. Something 
they will appreciate—something they will re- 
member—something they will talk about for 
a long time to come. Here lies the secret of 
your success. 

Arrange with your florist to supply you 
with a few dozen carnations—the flower for 
Mothers’ Day. Have them delivered to your 
store early Saturday morning, May 9. Then 
engage a charming young lady—school girl— 
for the day—a girl who possesses a pleasing 
smile. Place her at the door. Instruct her to 
step up and pin a carnation on each lady who 
enters and at the same time have the young 
lady express a hearty welcome with a sugges- 
tion to look ’round and see the new spring and 
summer goods on display. Have her make sure 
each lady gets a recipe circular. 

Will this pay dividends? 

I’ll say it will. 

This may strike you as being too much 
trouble and expense. My answer is “No great 
good comes to anyone who is not willing to do 
something for others.” 

Merchants who accomplish things today are 
taking an interest in the things that interest 
their fellow townspeople. It is the only way 
they can get their townspeople to take an in- 
terest in them. It is the only way they can 
keep home money at home. 

No one ever wished his way to success. The 
spirit of Mothers’ Day is the spirit of SERVICE. 
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A Good Summer Window 
Display 


SMALL window showing a refrigerator 
Awe kindred goods in a snow storm, will 
get attention. While the idea of show- 

ing snow, icicles and snow flakes in the hottest 
period in the summer is not a new one, it has 
been done to such a small extent that it will 
attract attention because it is unusual. The 
arrangement of the freezers is clearly shown. 
Some makes will pile up and stand while some 
of them must be fastened to do this. The first 
thing to do would be to fasten a sheet of cotton 
on the upper window frame and tear it down- 
wards so that it will give the effect of icicles. 
The next thing to do is to cover the floor with 
the same material after you have put white 
paper on the floor and then hang about 50 or 
100 strings of white thread holding the cotton 
snow flakes. Price tickets should not be for- 


gotten. 
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WARTZ BROS. of Chi- 

cago, IIll., estimate that 
approximately 20,000 people 
stopped to look at the splendid 
moving display shown at the 
right. The second window 
(below) is also a moving train 
display that was used with 
much success by a railway 
company to interest travelers. 

































OU will find inspiration 
for your window displays 
in the moving miniature rail- 
way systems shown herewith. 
The “attention getting” quali- 
ties of the moving display are 
well known and the use of sim- 
ilar windows will build both 
prestige and profit. 














Moving Displays Will Help 
Your Sales 


} INDOW display experts all agree that a 
| moving object will attract attention all 
hours of the day. A live, moving object, 
such as an electric train system in motion, would 
draw crowds to any window. These two photos 
were not taken at hardware stores even though 
electric trains are good hardware toy items. 

One picture shows a jeweler’s window which 
featured railroad watches. The store is Swarts 
Bros., Chicago. Robt. Swarts is very enthusi- 
astic over the possibilities of using a moving 
electric train; he writes in part as follows: 

“T can hardly express to you how enthusiastic 
we are about the little train and the attraction 
value and the business getter that it really is. 
The writer happened to be walking down State 
Street one day and he saw a little mechanical 
toy in the window of a bank and he wondered 
why it would not do the same job in our own 
window. My boy has one at home and it al- 
ways has fascinated me. 

“After talking it over with my manager, we 
decided to put this little exhibition on and its 


success Is now history’ because we have enjoyed 
the greatest increase in business during this 
month that we have ever had in our line, which 
is the poorest month in the year. I cannot be- 
gin to tell you the amount of people that stopped 
at our window on the first day that we had this 
train on exhibition, but I would venture to say 
that near 20,000 people stopped to look in our 
window that day. Since then we have kept no 
count.” 

The second photo shows a moving train dis- 
play used by a railway company to interest 
travelers. The hardware merchant could easily 
use a moving train to suggest luggage, for trav- 
eling. The train would attract attention to a 
sporting goods or toy display and could be 
used to attract sales for flashlights to those 
about to go on vacation. 

Merchants in other lines could be interested 
in the purchase of miniature railway systems 
for display use, or you could loan or hire them 
out with the privilege of inserting a card bear- 
ing your store name as the source of supply. 
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“the bicycle is coming back.” As a 

matter of fact, the bicycle has always 
been in popular favor. For the last 10 years 
500,000 two wheelers have been sold annually. 
The last six day bike race attracted record 
breaking attendance. 

The celebration of National Bicycle Week, 
April 26 to May 2, serves to focus attention on 
the tremendous interest and sales possibilities 
of the bicycle as an economic means of trans- 
portation and as a purely sporting proposition. 

The Cycle Trades of America, Inc., 35 Warren 
St., New York City, fosters the celebration of 
National Bicycle Week. This is an association 
of manufacturers and wholesale distributors 
of bicycle and bicycle accessories ably managed 
by Executive Secretary H. J. McCarthy. 

There will be a least 150 bicycle races con- 
ducted in as many major cities during this 


W « have heard it asserted recently that 
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National Bicycle Week— 
An Opportunity for Profits 


week. The observation of the event in the 
smaller cities is not known at press time but 
it is assured that there will be much activity 
of this nature in towns of 10,000 or more people. 

Aside from the hundreds of single sales pos- 
sible in every community there is a big oppor- 
tunity to sell large quantities of two-wheelers 
to Boy Scout troops and to squads of messenger 
boys. Cycling clubs are still important factors 
in your local athletics and should be considered 
in planning a sales drive on this line. 

National Bicycle Week comes just at the 
proper time—the very time that the cycling 
season opens. Pictures of the old high wheel 
in front models placed in your window for con- 
trast with a modern bike displayed in the same 
space would attract considerable attention. 

What will you do to follow up the cycling 
— developed through National Bicycle 
Week ? 
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Within the past few years the popularity of the bicycle as an economical means of transportation has increased 
tremendously among the Boy Scout organizations 
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When the Bicycle was Young 
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Here are some old time wheels. Reading from left to right, the makes are as follows: 
Singer Bicycle, made in England; Crescent Bicycle, made in United States; two Columbia 


Ordinaries; and a Broncho Safety made in Westboro, Mass. 


A win- 





dow display featuring pictures of old time bicycles and riders will be sure to attract atten- 


tion and help sales—Try it—it will help your bicycle sales. 
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Main Street Merchandising Methods 


Selling the Resale 


i ehOW to make the re-sales is one 
‘gig of the merchandising problems 
of interest to manufacturer, 
distributor and retailer. 

Manufacturers and distributors reorders 
await the resale obtained proportionately 
as the flow out of the “Neck of the Bottle” 
is facilitated by the retailer's knowledge 
and interest. 

Aside from such reasons as not display- 
ing the goods, keeping them until called 
for and other ways of gagging the mer- 
chandise so there is hardly a chance for 
creative sale, there are two paramount 
reasons against quick re-sales of other than 
“Daily Use” Merchandise. One, the great 
variety of Merchandise handled by hard- 
ware dealers, which seemingly prevents 
giving other than routine attention to even 
exceptional goods. ‘The other,—lack of 
knowledge about goods and best selling 
methods. 

Few hardware salesmen, wholesale or 
retail, assume the know about all the articles 
they have for sale; even a speaking ac- 
quaintance with most of them is an accom- 
plishment. As knowledge is acquired 
about items or lines, sales of such goods 
increase. 

One of the great hardware salesmen of 
Texas had a brief motto— 


Know “Em and Show “Em 


In those few words there is a mouthful re- 
quiring slow chewing and digestion. 

One of the problems before manufac- 
turers, distributors and retailers, requiring 
attention in coordinated order, is how to 
economically and effectively cooperate 
toward supplying the usable non-waste 
kinds of information and helps that will 
produce a steady flow of merchandise to 
the user, through established trade chan- 
nels, at the same time permitting of each 
retaining the share of the margin they are 
entitled to. 

The tendency toward adoption of stand- 








ard and established lines of merchandise, 
the avoidance of mixed lines; the simplific- 
ation and easing of stocks by eliminating 
odds and ends, job lots, seconds and goods 
of questionable merit, also confining pur- 
chases to fewer sources of supply, leads 
to reduction of handling costs and permits 
of more time in the front of the store, where 
Re-Sales are made. 

The manufacturer's knowledge of the 
retailer's desire for information has _ pro- 
duced so many tons of printed matter and 
so called “sales helps” that I sometimes 
wonder if cardboard, paper and printing 
represent the big expense item of the hard- 

rare business. 

Such a small amount of the total received 
is used that the wastage in dollars as well 
as percentage must be enormous. There is 
surely a growing realization of the need 
for better information conveyors. 

One of the interesting side lights on this 
subject of getting information where it will 
do the most good is the method used by a 
sales instructor. He covers the Atlantic 
Coast States assisting his company’s dis- 
tributors to sell more of his goods, coach- 
ing their salesmen and when desirable 
showing the salesmen how to sell his 
merchandise to each type, kind and size of 
store; also giving retail merchants and 
their sales people information to help sales. 
His job is to supply information and be a 
sales accellerator. He believes that all 
salesmen need a certain amount of “small 
talk” pertinent to the business and object 
in mind as well as interesting to the listener, 
but free of self interest. So following the 
theory that discussion creates ideas and in- 
terest he talks about the merchandising 
articles and advertising appearing in the 
trade journals. Retail merchants who dis- 
cuss with their employees the contents of 
trade journals are increasing their sales 
efficiency as well as being among the first 
to have the information that creates Re- 
Sales. 
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& Supply Co., 


chant. 


A. G. Heinmiller, 
manager for the Phillip Gross Hardware 
Milwaukee, Wis., 


advertising 


has been kind 


enough to send us these two samples of “Dollar 


Day” advertisements. 


‘tone “ TWO HOURS’ PARKING—FREE—TO OUR C 
Our Famous M 


DOLLAR DAYS 


Friday and Saturday 


} (YOUR MAIL OR PHONE ORDERS FILLED ) 


in the April ¢ 
issue on page 
113 we- pub- 
lished an ad- 
vertise- 
ment and letter 
on this sub- 
ject, which had 
been sent in by 
A. B. Teale, re- 
tail manager 
for Edwards 
& Chamberlain 
Hardware Co., 
Kalamazoo, 
Mich. Mr. 
Teale was 
somewhat dis- 
appointed in 
his experiences 
with a “Dollar 
Day” sale. In 
answer to Mr. 
Teale’s query 
in HARDWARE 
AGE Mr. Hein- 
miller writes 
as follows: 


“We are in- 
closing copies 
of two recent 
ads and wish 
to state that 
‘Dollar Day’ 
is a regular 
monthly propo- 
sition with us 
and we con- 
sider it one of 
the most im- 
portant of all 
the sales that 
we conduct. 


“The sales 
in dollars and 
cents is as 


much or more 
than on other 


sale days in 
spite of the 
fact that there 
are no large 
items in the 
sale. The nat- 


ural conclusion 
and factis 
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that we have more 


Profits and Prestige from 
“Dollar Days” 


OLLAR DAY” sales interest every mer- individual customers on 


‘Dollar Days’ than on other sale days. 

“When we first started, our opinion was that 
it would be hard to find enough items in a hard- 
ware store which could be sold at a special price 
of one dollar, but have very little trouble in filling 
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three columns 
in a newspaper, 


as shown by 
the _inclosed 
ads. 


“We make it 
a point to give 
our customers 
good values 
and our buyers 
buy many of 
these items 
with the view 
of running 
them on ‘Dol- 
lar Day.’ 

“Depart- 
ment. stores 
generally have 
‘Dollar Days’ 
and if it is 
profitable for 
them, it surely 
ought to be 
for hardware 
stores that run 
items most of 
which are not 
advertised by 
any other type 
of stores. 

“We would 
almost as soon 
quit advertis- 
ing, as discon- 
tinue our ‘Dol- 
lar Days.’ 


a our 
March ad 
which we are 
inclosing, you 


will note that 
we give our 
customers two 
hours free 
parking for 
their automo- 
biles. This 
might be of 
interest to 
some large 
hardware 
stores where 
parking is pro- 





Continued on 
page 52 
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No “Rainy Days” for Direct Mail 
Advertisers 


Uncle Sam’s Couriers Travelin All Kinds of Weather, and Neither Sunshine, 
Snow nor Rain Will Prevent Them from Delivering Your 
Sales Message to Your Customers 


By MarK McGhee 


HAT are the best days for business for 

mail order houses? Rainy days! Why? 
Because the farmer, being unable to work 
‘utside, has more time to read his Bible (which 
is the mail order catalogue). The next morning 
there goes an order to the mail order house for 
a nice little bill of goods; an order which the 
local merchant should have received and would 
have received either by mail or through a mem- 
ber of the farmer’s family in direct purchasing, 
had the merchant made his appeal the same 
way as did the mail order house—Direct Mail. 
There is no excuse for this: belly-ache as you 
may, find as many excuses as you can, it still 
remains your own fault that such conditions 
exist, for you have a great advantage over the 


Why? Because they have made use of the 
greatest asset to any business, a customer’s 
name, and it will remain an asset just so long 
as the house continues to keep me posted about 
their merchandise. 


What’s the Reason? 


Give me, if you please, one single reason 
why you, as a merchant, cannot do the same 
thing. It cannot be the cost, for you can de- 
liver a message for as low as three cents per 
name, including postage. It cannot be that you 
do not realize the great possibilities which are 
offered through direct mail advertising, when 
all around you merchants and the mail order 
houses are tapping this great well of wealth. 





ought to be doing yourself. 





Get Busy! 


N this article Mr. McGhee tells you that some stores have increased their business as 

much as 75 per cent in one year by direct mail advertising. He is absolutely certain 
that you can increase yours at least 15 to 25 per cent during the next year in the same way, 
no matter where you are located, no matter what the conditions are under which you are 
doing business, no matter what the size of your store may be. 

It does not require exceptionally clever advertising. Just plain, simple, straight-forward 
copy is all you need. This and a good mailing list and persistent work will do the trick. If 
you neglect this fruitful source of business you cannot complain that the mail-order houses 
are taking away your trade. Because the mail-order houses are doing the very thing you 








mail order house if you would but grasp the 
opportunity and really do things instead of 
reading about the success of the fellow who 
uses direct mail advertising. 


Getting the Name 


Suppose right now I walked into your store 
and spent a dollar, would the salesperson ask 
for my name and address? But if I send an 
order in to a mail order house for a dollar’s 
worth of merchandise, you can bet your last 
dollar that within twenty-four hours a stencil 
would be cut and my name would be found 
under the initial “M” in the purchasers list, 
and that within thirty days I would begin to 
receive sales messages about their merchandise. 


It cannot be that you do not know what to do 
or how to go about it, when there is so much 
help to be had along this line. Then, for the 
love of Mike, what is holding you back? Your 
trade is different, I suppose! That’s what they 
all say. Still, you sit there and let others who, 
by applying the same method which you say 
will not work because “your trade is different,” 
take your trade away from you. 


What You Are Missing 


Mr. Merchant, you cannot afford NOT to ad- 
vertise by mail. For, regardless of where you 
are located, regardless of the conditions, re- 





(Continued on page 68) 
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Business Leaders Oppose All 


(Governmental Price Control 


Drive Started Against Hidden Demonstrators—Trade Commission to 
Take Action—Uncle Sam Seeks Old Time Price Data 


fet? the manufacturers and mer- 
-chants of the United States who 
are seeking legislation legalizing con- 
tracts for the maintenance of the re- 
sale prices of trade-marked or other- 
wise identified merchandise will 
strongly oppose any measure under 
which any governmental agency shall 
be clothed with authority to fix or 
otherwise control prices is now posi- 
tively assured. Conferences among’ 
leaders in the price protection move- 
ment held during the past week have 
developed the fact that, regardless of 
other differences of opinion respecting 
the details of the proposed price pro- 
tection legislation, all factions have 
set their faces squarely against gov- 
ernmental price fixing, whether the 
agency be the Federal Trade Commis- 
sion, the Department of Commerce or 
any other executive organization. 


Complete Accord for Price Protection 


The greatest possible significance 
attaches to this development. It means 
that when Congress reconvenes all the 
interests advocating legislation for the 
protection of resale prices will be in 
accord respecting the chief controver- 
sial point which heretofore has _ pre- 
vented unanimity of action and has de- 
layed Congressional cooperation with 
the active promoters of the proposed 
legislation. 

It means also that when the House 
Committee on Interstate and Foreign 
Commerce takes up for consideration 
the bills before it, it will find little diffi- 
culty in distinguishing the sound from 
the unsound provisions in the various 
measures. It will find the business 
community squarely behind a single 
series of logical provisions under the 
terms of which the Federal Govern- 
ment will exercise no price fixing func- 
tion whatever. 

It should be understood, however, 
that the promoters of this legislation 
have no thought of depriving the Gov- 
ernment of any of its present powers 
to restrain or punish attempts at re- 
stricting trade along illegal lines. Ln 
this respect the proposed price pro- 
tection legislation will in no way 
weaken the arm of the Attorney Gen- 
eral in upholding the basic principles 
of the Sherman and other anti-trust 
laws, the integrity of which is _ nec- 
essary for the protection of the pub- 
lic and for the restraint of unfair 
competition. 

National Chamber Will Aid Leaders 

These interesting developments have 
occurred in connection with a series of 
conferences held during the week be- 





By W. L. Crounse 
tween committees representing the 
Chamber of Commerce of the United | 


States and the leading trade organiza- 
tions of the country which are stand- 
ing squarely behind the movement for 


price protection legislation. Many 
misunderstandings have been removed 


as the result of these conferences and 


any such provision as is incorporated 

in the section above quoted as either 
desirable or tolerable. 

Secretary Hoover Approves Merritt 
Bill 

It is an interesting fact in the his- 

tory of this movement that Secretary 

of Comerce Hoover has long’ been 


| strongly opposed to any Federal inter- 


it now seems probable that the Na- 
tional Chamber will be found in the | 
van when the advocates of a_ well | 


balanced price protection law address | 


themselves to the new Congress next 
December. 

The National Chamber has 
been on record in favor of price pro- 
tection. In a _ referendum taken in 
June, 1916, the members of the Cham- 


date upon the directors to do every- 
thing in their power to secure the en- 
actment of a law legalizing price pro- 
tection “with proper restrictions.” 
The definition of “proper restric- 
tions” the Chamber’s board has found 
it difficult to determine, which is said 
to be one of the reasons why it has 
apparently ignored the mandate. It is 


| proval to the 


ference with business in the matter of 
price fixing and that in giving his ap- 
Merritt bill the Secre- 


_tary voiced a vigorous protest against 


long | 


Section 3 of the Kelly bill. The al- 
y 

most unanimous following of the busi- 

ness community to Mr. Hoover’s lead- 


| archi : 7c ‘ ,y Qc carvoa yrros = 
ber by a vote of 3% to 1 served a man- | ership in this matter has served great 


ly to strengthen the Merritt bill and 


'to make it a foregone conclusion that 


suggested that some of the members | 


of the Chamber have felt that some 


form of governmental control] of prices | 


fixed pursuant to a price maintenance 


law would be desirable for the protec- | 


tion of the consumer. 
This view was probably in the minds 
of those who have looked with favor 


'mittee which drafted the 
| and 
| proper 


on Section 3 of the Kelly-Stevens bill, | 


which provides as follows: 

“Sec. 3. That upon 
any person, partnership, corporation, 
or association, 


est, the Federal Trade 


Act to create a Federal Commission, 
approved September 26, 1914, and 
after determination by it that the pub- 


lic interests so requires, terminate the | 


whole or any part of any such con- 
tract or regulate the terms thereof, in 
the public interest. 
such proceeding the commission may 
exercise any and all the powers con- 
ferred upon it by such Act of Septem. 
ber 26, 1914, and all the rights, privi- 
leges and immunities therein provided 
for, including the right of appeal, shall 
likewise apply.” 

While this provision has a few sup- 
porters, it is probably opposed by 97 
per cent of the advocates of price pro- 
tection legislation. This fact has never 


the terms,of contracts for 
complaint of | 


being a party in inter- | 
Commission | 
may, by a proceeding instituted in the | 


manner provided by Section 5 of the | ¢ntirely 


its terms will receive the most serious 
consideration by the House Committee 
on Interstate and Foreign Commerce. 

The leaders in the price prote:tion 
movement are in no doubt as to what 
was in the minds of the members of 
the National Chamber when they ad- 
vocated price maintenance “under 
proper restrictions.” It is not believed 
that any appreciable number had in 
mind governmental control. 

The recollections of the members of 
the Chamber’s price maintenance com- 
referendum 
formulated the phrase “under 
restrictions” are all to the effect 
that the restrictions in mind related to 
the mainte- 
prices. 


nance of resale 


All Contracts to Be Voluntary 


Such would be 


manu- 


contracts of course, 
voluntary as between 
facturer and distribttor. No manu- 
facturer would be forced to offer such 
a contract and no distributor would 


| be required to accept it, nor would any 


In the conduct of | 


been doubted by the most experienced | 


champions of this movement, 
full and friendly discussions that have 
taken place during the past week have 
made it clear that no important con- 
tingent of business men now regard 


but the | 


such contract be executed unless its 
provisions were mutually satisfactory. 
It is obvious, therefore, that in such 
contracts provision would be made 
either for the repurchase of merchan- 
dise sold pursuant to such agreements 
by the vendor thereof from the vendee 
on terms and conditions mutually 
agreeable, and within a_ reasonable 
time, or for the disposal of such mer- 
chandise at seasonable, bankruptcy, re- 
ceivership, retirement, fire or other 
damaged goods sales. Under such con- 
ditions the manufacturer, when called 
upon by a distributor either to take 
back his unsold goods or submit to 
their being sold at reduced price 


(Continued on page 65) 
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A Little Romance for a Change 





By Saunders Norvell 


the tops of high mountains—from the far-away 

horizon on the sea—from the wide distances in 
the desert—from Kansas in the buffalo grass region 
of Wakeeny. 


‘ N inspiring thrill has always come to me from 


¥- 


So, therefore and consequently: For many years 
it has been my ambition to have an altitudinal office 
with a far flung view in one of the modern skyscrapers 
in New York City. Only recently has this ambition 
been finally gratified. Patience is sometimes rewarded 
but sometimes things come to us when it is too late. 
When we achieve what we have hoped for, unfortu- 
nately, our development has raced ahead of the petty 
achievement. Many young men I have known have 
sought only material success. They have hardened 
their hearts and stunted their souls struggling for 
such success. In some cases, however, even in the 
struggle for the flesh pots of Egypt, they have still 
preserved the divine spark. Hence, when wealth came, 
they realized the unimportance of most material 
things. How many rich men we know who prefer 
the simple life—who are disgusted with the vulgar 
display of the new rich! It is this love of display of 
the nouveau riche, this pride in their possessions, 
which, unknown to them, marks the limit of their 
spiritual and mental development. Yes, Mr. Dives, 
we know all about the fullness of your wine cellar. 
Please talk about something else. The subject on 
which you seem to be so fond to dwell has been very 
much overdone! My stock is all gone. It was used up 
long ago. Let’s talk about moonbeams and not about 
hooze! 

* % *% 

As I dictate, I can look up and down a number of 
great streets that converge into Union Square. In my 
fancy, this square is a lake. The streets are rivers 
that empty into it. In the mornings, like the current 
of a river, the stream of automobiles unceasingly flows 
downtown. In the afternoons, like the rising of the 
tide, the automobiles travel backward to the upper 
parts of the city. Like ants around an ant hill, thou- 
sands of human beings all day and all night travel 
to and fro in these streets and across the park on 
their journeyings. At 5 o’clock the tall buildings 
disgorge multitudes of the busy workers, who rush 
out in the streets and, by street car, subway and train, 
seek their various homes. There are all kinds and 
conditions—the rich and poor, the well dressed and 
the shabby, the bloom of health and the paleness of 
disease, the elastic tread of vouth and the slow plod- 
ding of old age. Each individual, in his face, in his 
walk and in his dress, tells the story of his life. It 
does not take a Sherlock Holmes to read with a glance 
the tales of their lives. 

* *% * 

To me, this human beehive is always interesting 
and inspiring. Like Walt Whitman, I enjoy walking 
the streets just to study the passing throngs. I am 
reminded of Leonardo da Vinci. He was so much 
interested in human faces that when he passed an un- 


usual face, he would turn back, run ahead of the person 
and stand studying the face as that person passed. 
Then, when the impression of the face was strong on 
his mind, he would hurry to his studio and draw the 
face from memory—and how Leonardo could draw! 
I will never forget that collection of his drawings in 
Venice. They are almost miraculous. One can hardly 
believe that they were done by a human hand. To me, 
these penciled sketches of Leonardo are far more in- 
teresting than his finished paintings. In his drawings, 
it always seemed to me one approached nearer to that 
superman of all the ages. 

There was a little girl out in Missouri who was 
brought up in the town of Humansville. I have often 
wondered how that town got that name. This little 
girl was Zoé Akins. I think that she was born with 
a pencil in her hand and that she started writing be- 
fore she took her first nourishment! From Humans- 
ville she went to St. Louis. From St. Louis she gravi- 
tated to New York. Here she has achieved a remark- 
able success with her plays. 

* % * 


One of them was called: “THE MAGICAL CITY.” 
To my mind, that word “magical” describes this city 


exactly. By day and by night I have received the out- . 


of-doors impressions of Paris, London, Berlin, Vienna 
Budapest, Venice, Rome, Florence and many of the 
other famous cities of the world. In each of these 
cities I have found charm and individuality, but in 
none of them have I found the magic that is in New 
York. 
* %* x 

I have never visited Bagdad, but I can imagine what 
Bagdad must have been at the time “THE ARABIAN 
NIGHTS” was written. Douglas Fairbanks in his 
movie, “THE THIEF OF BAGDAD,” has grasped 
the imagination of that ancient city of dreams. It 
was a city of eternal youth, a city of magic and ro- 
mance—but now laugh when I say that here in New 
York, every day and every night, there is just as much 
adventure and romance as in the days when the beau- 
tiful Scheherezade told her alternating story to the 
Sultan for one thousand and one nights. I call this 
a story with an alternating current because, according 
to history, the Sultan had decided to cut off her lovely 
head but every night she started one of her Arabian 
stories and cunningly, when the dawn came, left her 
story still unfinished. So the interested Sultan per- 
mitted her to live until the following night in order 
to hear how it all turned out. The following evening, 
having completed that story, she immediately started 
on another, which in turn, at dawn, was unfinished. 
Thus, by the power of story telling and this clever 
ruse, she so “sold” herself to the Sultan that he could 
not part with her; wherefore she was pardoned and 
they lived happily ever afterward. I have wondered, 
though, whether she ever told the Sultan any more 
stories after the pardon. The records of that ancient 
time are not clear on this point! 
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Oh, the stories that could be told about New York! 
I have heard some that, for pure romance, for interest 
and for the element of surprise, are equal to anything 
in “THE ARABIAN NIGHTS.” You of course have 
read O. Henry. You remember “THE VOICE OF 
THE CITY.” There was the story of the prize fiighter. 
He went out one night in the dead of winter to get 
the fresh peach for his bride. Do you remember 
how he risked his life getting that peach and how, 
when he returned home with it, she casually remarked: 
“Well, an apple would have done just as well!” 

* * * 

Several years ago in England I asked a very dear 
English friend what I could do for him when I re- 
turned to America. This man was past 60 but his 
soul was the soul of youth. He had never lost his 
love of romance and adventure. He was a successful 
business man, too. Said this Englishman: “When 
you get back to New York, buy me a set of O. Henry 
and mail it to me in several packages by parcel post— 
just a few books at a time.” I did this and every pack- 
age arrived safely without delay. This Englishman 
and I did a lot of business together, but it is surprising 
how little time we wasted talking business! Sitting 
around in cafes in out-of-the-way parts of Paris, we 
used to talk O. Henry by the hour. Then we would 
call one of those open cabs and in the small hours of 
the morning would slowly drive through some of the 
picturesque parts of old Paris. 

% * * 

This Englishman used to tell me that no one had 
any artistic sense or appreciation unless he under- 
stood the value of shadows. He called my attention 
to the fact that shadows had different colors. I used 
to think that all shadows were merely black. He 
would frequently stop at night at some little square, 
simply made darker by one of those old French street 
lamps, and call my attention to the curious lights and 
shadows of the night. Say, brother, did you ever go 
out shadow hunting? I did, with this hard-boiled 
English business man but now, alas, he sleeps peace- 
fully in his grave in Southern Africa. I received a 
cable from his house in London announcing his death 
and afterward had the curious experience of receiv- 
ing two long personal letters from him brimming over 
with romantic stories of his adventures in Africa. 


% * % 
s 


All this leads up to a very interesting and amusing 
romance that has been taking place in New York the 
past week. A friend of mine, whose hair is just turn- 
ing gray, is the best advertising and selling expert 
in his particular line in the United States. He had 
worked himself up in a certain manufacturing concern 
until he was an officer of the organization and was 
drawing the modest salary of $25,000 per annum. 
Yes, I should think he was doing pretty well but, 
strange to say, this man was not satisfied. He did not 
like some of the conditions surrounding his work with 
this manufacturing establishment. He resigned his 
job and has gone with one of the greatest advertising 
firms in New York City. Now this man, as I have 
said, is recognized as knowing more about distribution, 
about selling and sales plans and about advertising, 
than any other living man in his line of business. It 
is a keenly competitive business and no man could 
have risen to the top as my. friend did unless he pos- 
sessed an unusual mental equipment, originality and a 
driving power of tremendous energy. 


Now comes the story: When this prince of busi- 
ness was assigned a desk in this mighty advertising 
concern, what do you suppose he did? Of course you 
might guess. Usually when you hire a high grade 
executive, the first thing he suggests is that you also 
employ a certain secretary that he considers is not to 
be excelled in keenness and ability in the whole world. 
I may be digressing, but it does seem in these modern 
times that high grade executives and keen, up-to-the- 
minute lady secretaries always come in pairs! I really 
do not know whether this. executive had a secretary 
or not. I wish to be truthful. He will no doubt read 
this article and I do not wish him to “have anything”’ 
on me, so I will disclaim the actual fact that he had 
a secretary. Besides, a secretary is not essential to 
the point of this story. 

%* % * 

As I was saying, instead of taking his desk, ordering 
a lot of special, expensive stationery and beautifully 
engraved cards with his name and titles; instead of 
drifting around the office and telling all of the other 
men how he “used to do it;” instead of passing out 
a great deal of advice on various subjects free, gratis, 
for nothing, this gentleman pulled down the lid of 
his desk and started out to do a very curious thing. 
He went to the nearest drug store, asked for the 
proprietor and tried to get a job as a retail clerk at 
$20 per week. He had visited dozens of retail drug 
stores. He had talked to many proprietors. He had 
chatted with many retail clerks—but he just couldn't 
get a job anywhere. However, he had a notebook full 
of observations he had made. 

%* * * 

Of course he did not tell these retail druggists who. 
he was. He did state he had never had any experience 
in a retail drug store. Naturally his gray hair was 
against him. When a man passes 50, unfortunately, 
it is no easy matter to get a job at even $20 per week. 
Possibly my friend did not look exactly like a retail 
clerk. He did not “belong.” He did not fit. Very 
likely his clothes, although he may have worn old ones, 
showed the evidence of having been made by an extra 
good tailor. Unconsciously, he may have had a supe- 
rior manner. Very likely some of these retail drug- 
gists here in New York who have had an opportunity 
the past week of hiring a $25,000 per annum man for 
$20 per week felt a little uncomfortable at the at- 
mosphere of the applicant. Unconsciously, they may 
have resented a man of his apparent good breeding and 
education being willing to work for such a small 
salary. There is always something suspicious about 
a man seeking a job which obviously is beneath him. 

% % * 

He told me about some of his observations of retail 
clerks and retail proprietors. These observations were 
exceedingly interesting. I would like to use them in 
an article but he made me promise that I would not 
as he is devoting his time and attention to accumulat- 
ing this matter for his own benefit! We dined to- 
gether last Saturday night. He informed me that he 
would start out again to continue his romantic quest 
for a job. He said he proposed to stick to it until he 
got a job himself, without help and without any 
recommendations. I have not heard from him this 
week but I can not help wondering whether he has 
“landed” yet. 





(Continued on page 66) 
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Second Radio World’s Fair to 


Excel 1924 Exposition 


Practically all of the exhibiting space in the Second Radio World’s Fair to be 
heid in the 258th Field Artillery Armory, New York City, Sept. 14 to 19, is now 


under reservation. 
any sort ever held in America. 


All signs indicate that it will be the greatest trade show of 


A fair idea of the local interest may be gained from the fact that welfare 
bureaus of eleven of the biggest industria! institutions in the metropolitan dis- 
trict have arranged to purchase large blocks of tickets at party rates which they 
will in turn retail to their employees slightly under the regular box office prices. 


Orders for 26,000 of these admission cards have been booked to date. 


This means 


that the entire allotment of 50,000 tickets which have been set aside for this pur- 
pose should be subscribed for long before the exposition opens on Monday night, 


14, 


sept. 


Three unique features have been ar- ; 


ranged this year which promise to swell 
the attendance to the capacity of the 
enormous building on their respective 
dates. The first will be a “Radio Fac- 


tory Employees’ Night,” the second a_— 


“Radio Salesman’s Night” and the third 
an “Amateur Radio Club Night.” 

A small army of men and women en- 
gaged in the production end of the in- 
dustry will attend in a body on their 
evening and an all-star program in 
which many notables will particinate 
will be put on in their honor. 

Representatives of almost all of the 
radio stores in the eastern section uf 
the country, numbering several thou- 
sand in all, will be brought together on 
the night devoted to the selling end of 
the game and another feature pro- 
gram will be staged for their special 
benefit. 

On “Amateur Radio Club Night” 
members of a score or more of the lead- 
ing amateur organizations of the east- 
ern States will attend. They wi!l be 
received as guests of honor and enter- 
tained by a committee of radio manu- 
facturers and inventors as a token of 


appreciation of their great assistance 


in the development of radio science. 


The 258th Field Artillery Armory is 
said to be the largest building of its kind 
in existence. It is located at Kingsbridge 
Road and Jerome Avenue, in the heart 
of the most prosperous and most thickly 
populated district in all New York. 

Managers are James F. Kerr and 
U. J. Herrmann. 

Foreign manufacturers will be well 
represented this year. Fifty booths 
have been reserved for their exclusive 
use, 


Contrary to rumors recently circu- | 
lated among the members of the radio | 
industry, there has been no change in | 
the original dates of the Second Radio | 
of their | 


World’s Fair. At the close 
highly successful Third Annual Chi- 
eagzo Radio Show, last November, 


Messrs. Herrmann and Kerr announced 


that the 1925 exposition would open on | 
Monday night, Sept. 14 and close on | 


Saturday night, Sept. 19, and no other 
dates have ever been considered. 


The fair will be open to the genera! | 


public from 1 to 11 p. m. daily and, as 


in 1924, the exclusive “Jobbers’ and 
Dealers’ Hours” will be from 11 a. m. 


to 1 p. m. daily. 


Extensive Entertainment Planned for 


National Congress Delegates 


The American Hardware Manufac- 
turers’ Association and the National 
Hardware Association are planning to 
vive the delegates and guests to the 
National Congress to be held in Phila- 
delphia, the week of June 22, an ex- 
tensive program of entertainment. 
There will be something doing every 
day and evening and although the pro- 
gram is not ready for publication, it is 
announced that every delegate 
guests will be accorded free entertain- 
ment and it is hoped that the attend- 
ance will be the largest in the history 
of the National Retail Hardware As- 


sociation. 
The entertainment, as planned, will 
include 


special entertainment for the 


and | 





ladies each afternoon and _ entertain- 
ment for the ladies and gentlemen each 
evening and an all-day sight-seeing 
trip in the Philadelphia district on Fri- 
lay, the 26th. 

No city of the United States af- 
fords greater facilities for the enter- 
tainment of visitors than Philadelphia. 
kairmount Park is acknowledged to be 
the finest and largest in America, with 
its nearly three hundred miles of beau 
tiful drives, and no city can boast of 
as many fine automobile touring high- 
ways or more places of historical inter- | 
est and it is the plan of the entertain- 
ment committee to give the best Phila- 
delrhia affords. 
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Charles W. Beaver Resigns 
from Yale & Towne 


Charles W. Beaver has resigned 
from the Yale & Towne Mfg. Co. after 
nearly 25 years of service. He went 
with the company in 1901, since which 
he became successively manager of the 
hoist department, export manager, di- 
recting manager of the subsidiary 
companies in Europe, general sales 
manager of the Yale & Towne Mfg. 
(‘o., and vice-president and director of 
the Yale & Towne Co., London, Eng 








Charles W. Beaver 


land. During that time his work em- 
braced activity within the boundaries 


| of 23 foreign countries. Mr. Beaver 
Is a= past-president of the Railway 
Supply Manufacturers’ Association 


and the American Supply & Machinery 
Manufacturers’ Association. He ex- 
pects to spend about a year in travel 
and recreation and at the end of that 
time again to participate in active 


business. However, no definite plans 
have been made. His permanent home 
address is Shippen Point, Stamford, 
Conn. 





Mexico Hardware Co. Con- 
templates Juarez, Mexico, 
Plant | 


The Mexico Hardware Company, S. 
R. Silva, president, El Paso, Texas, 
is contemplating establishing a plant 
at its Juarez, Mexico, branch, for the 
manufacture of galvanized tubs and 
pails. The duty on these articles was 
recently increased by the Mexican 
Government to 30 centavos per kilo, 
or to over 7 cents a pound American 
money. 





W. B. Tatum with Du Pont 





a ee sat 


W. B. Tatum has become associated 


with the du Pont Paint and Varnish fe 
Division as sales representative in 
Florida. 
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Disston’s Chicago Factory in 
Larger Quarters 


Henry Disston & Sons, Inc., manu- 
facturer of Disston Saws, Tools, Files, 
Knives, and Steel, has purchased a 
new and more commodious building in 
Chicago at 111-115 North Jefferson 
Street. 

The steady progress of Disston busi- 
ness in this territory outgrew the 
facilities of their present location at 
Jefferson Street and Washington Blvd. 

The new Disston factory at Chicago 
is established to give service to Diss- 
ton customers in the mill-goods divi- 
sion of the business. | 

New and repair work will be han- 
dled in record time on mill saws, both 
solid and inserted tooth types, band 
saws, cross-cut saws, machine knives, 
saw tools, etc. 

Disston customers in the hardware 
business will continue to be served by 
the main office at Philadelphia and 
through the jobbers. 


Two Winchester Clubs Elect 
Officers for Year 1925 


The following officers were elected 
at recent meetings of the Winchester 
Clubs.of Oklahoma and Arkansas: 

Oklahoma officers are: President, W. 
G. McCluskey, Billings; first  vice- 
president, Paul Parnell, Marlow; sec- 


ond vice-president, James _ Lobsitz, 
Perry; third vice president, A. V. 
Chalfant, Chickasha; secretary-treas- 


urer, A. J. Heaton, Pawhuska. 
Arkansas officers are: President, 
Thomas Jackson, Newport; first vice- 
president, William Mitchell, Morrillton; 
second vice-president, H. E. Lynch, 
Clarendon; third vice president, Her- 
bert Jackson, E'dorado; secretary- 
treasurer, W. L. Mathews, Pine Bluff. 


Factory Addition Erected 


by Everedy Co. 


The Everedy Co., Frederick, Md., 
manufacturers of bottle cappers, 
strainers, and other hardware special- 
ties, announces the erection of a new 
three-story factory addition of brick, 
steel and concrete. This new building 
will, it is said, enable the company 
to double its production capacity. The 
company further states that additional 
plant equipment and possibly another 
building will be necessary soon. 

In the new building the stamping, 
plating, assembling and shipping rooms 


are on the ground floor with the new | 
The sec- | 


administrative department. 
ond floor has a completely equipped 
machine shop, and the third floor is 
devoted to cutting and stitching rooms 
for strainer and filter bags. The draft- 
ing room and engineer’s office and the 
light material warehouse space is also 
on the third floor. 





Addresses by John Fallon of the 
New York Evening Journal and by J. 
W. Blair of tne Purdy Stores were fea- 
tures of the regular monthly meeting 
of the Hardware and Supply Dealers’ 
Association, held at the New York 
Turn Hall, April 21. 

The meeting was presided over by 
President William T. Patterson, who, 
following the regular order of busi- 
ness, introduced the first speaker. Mr. 
Fallon discussed many _ important 
phases of merchandising, including ad- 
vertising, interior and window display, 
circularizing, ete. 

A general discussion followed Mr. 
Fallon’s address, and numerous ques- 
tions bearing on the points of his ad- 
dress were asked. 

The facility with which a store win- 
dow may be trimmed was demonstrated 
by J. W. Blair of the Purdy Stores, 


H. B. Gilmore Elected 


Secretary of Western Electric 


Harry B. Gilmore, for 17 years 
manager of the distributing organiza- 
tion of the Western Electric Company 
at Boston, has been elected secretary of 
the company. He was transferred to 
the company’s general offices at New 
York a few months ago as assistant 
secretary. He succeeds George C. 
Pratt, who will give his entire time to 
his growing duties as general attorney. 


D. A. McCarthy Represents 


Several Hardware Mfrs. 


D. A. McCarthy, 820 North First 
Street, St. Louis, Mo., manufacturers’ 
representative, is representing through- 
out the South, Southwest and part of 
the Northwest the Star Expansion Bolt 
Company, New York City; L. & I. J. 
White Company, Buffalo, N. Y.; Peer- 
less Level & Tool Company, Sterling, 
Ill.; Segal Lock & Hardware Company, 
New York City, and E. W. Bullard, 
Whitneyville, Conn., manufacturer of 
Bullard’s Perfect Wedges. 
| Before locating in St. Louis sixteen 
‘months ago, Mr. McCarthy _repre- 
‘sented the Star Expansion Bolt Com- 
pany in the same territory. He now 
_carries a full stock of their products at 
his St. Louis headquarters for the con- 
| venience of the trade in his territory. 
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Trade Topics Discussed by Hardware and 
Supply Dealers 


J. W. Fallon, of New York Evening Journal, and J. W. Blair, of Purdy 
Stores, Speak on Window Displays and Merchandising 


who used a number of display panels 
in connection with his address. Ac- 
cording to ‘Mr. Blair, a window trim 
may be completely installed within fif- 
teen minutes, through the utilization 
of panels on which the items to be dis- 
played are already mounted. 

This system, Mr. Blair stated, had 
been utilized by his stores with great 
success, and entirely obviated the con- 
fusion and delay usually attendant 
upon the installation of fresh trims, in- 
asmuch as the items to be displayed 
could be attached to the panels, which 
served as backgrounds, in advance of 
their installation in the windows. 

According to C. H. Tilson, secretary 
of the Association, special features 
are planned for every meeting. The 
large attendance at the last meeting, 
Mr. Tilson said, demonstrates the en- 
thusiastic response to this policy. 


Tullis Enters Cuban Field; 
Desires Hardware Catalogs 


Clayton T. Tullis, formerly head of 
the Tullis-Gamble Hardware  Co., 
Montgomery, Ala., has taken over the 
management of a hardware jobbing 
house in Santiago, Cuba. Mr. Tullis 
requests manufacturers to send cata- 
logs, price lists, etc., on hardware and 
mill supplies. He should be addressed 
as follows: Clayton T. Tullis-Ferreteria, 
Cendoya S. A. Jaguey 42, Santiago 
De Cuba. . 


Gifford-Wood Employees Buy 
Stock—Capitalization 
Increased 


The capitalization of the Gifford- 
Wood Co., Hudson, N. Y., manufactur- 
ers of ice tools, ice cans, elevating and 
conveying machinery, has been _ in- 
creased, as of April 1, 1925, necessi- 
tated by the issue of a special common 
stock for the benefit of employees of 
the company. All the stock thus avail- 
able has been purchased by employees 
and department heads. The company 
announces that this plan was put into 
effect in order that employees might 
share in the benefit of their own 
efforts. 





Store Name Is Changed by 
Los Angeles Firm 


The hardware business of Price & 
Waggoner, 406 Wall Street, Los An- 
geles, Cal., will now be conducted in 
the same location as the Key Hardware 
Co. 
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Electric Motor Driven 
Seroll Saw 


Schroeter Bros. Hardware Co., 810- 
814 Washington Avenue, St. Louis, 
Mo., is placing on the market a new 
Electric Motor Driven Scroll Saw, No. 
10. 

It has an improved boring attach- 
ment for practical purposes in the pat- 
tern shop, printing shop, toy facto- 





ries, manual training schools, carpenter 
shops and for use by cabinet makers, 
radio workers, model makers, repair 
shops, engravers, the mechanically in- 
clined boy or man who likes to tinker 
about the home, and all  wood- 
workers. It will be found convenient 
for doing many things about the home. 
It is neither bulky nor heavy and can 
easily be transported from one place to 
the other. 





It is said to have great accuracy and 
to do all work from sawing very thin 
lumber up to 1 in. pine. Complete 
height 20 in., depth 30 in., net weight 
complete 46 Ibs. 

The accompanying cut shows ma- 
chine fully equipped with motor, switch 
cord and plug. 

A foot power or velocipede treadle 
type Scroll Saw, No. 1, is also manu- 
factured, built on the same general de- 
sign as the No. 10. 

A complete catalog covering the en- 
tire line consisting of grating ma- 
chines, nut crackers, cherry stoners, 
mole traps, scroll saw machines, 
“‘Rapid-Shine Metal Polish” and ‘“‘Rap- 
id-Shine Furniture Polish” will be 
mailed upon request. 


————— 


One-Piece Battery Clip 


H. B. Sherman Manufacturing Com- 
pany, Battle Creek, Mich., has recent- 
ly placed a one-piece battery clip on 
the market. It is said to be made of 
a very fine grade of special spring 
steel coated with hot lead to withstand 
acid fumes. The construction is such 
that every part of entire clip lends 
itself to the work of gripping tena- 
ciously; has a spring tension and is 
resilient and flexible with no places 
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where frictional wear can remove the 
lead and permit corrosion. 

Cleverly matched jaws are said to 
give a good area of contact permit- 
ting the electrical current to pass 
through every part of the clip with an 





even distribution, while the safety hand 
grip prevents accidents. 

The No. 50 clip with capacity of 50 
amperes is used mostly in automotive 
work charging’ storage batteries. 
No. 25, with capacity of 25 amperes, 
has largest use for charging radio A 
batteries. The line will be added to 
by other sizes and styles. 


—— —-——- — 


Clevis Has Unusual Strength 


Realizing that the trade demands a 
well made _  clevis of dependable 
strength, the Superior Steel Clevis 
Works, Denver, Colo., is offering to job- 
bers and dealers a product that is said 
to have given good service on heavy 
and dangerous mountain grades for 
the past six years. 

It is made of open hearth, long 
wearing, round steel and constructed 
with eyes the same depth as diameter 





/ 


of round clevis material to give un- 
usually deep pin bearing to reduce 
wear, add to strength and prevent cut- 
ting or bending of pins under load. 

Pins are extra large of same diam- 
eter steel as that of clevis in order to 
give uniform strength throughout. 

The manufacturer guarantees double 
strength of any other clevis the same 
size. 


—_—_—_-—_ 


Airplane Type Transformers 
for R. F. Amplification 


Radio frequency transformers as 
designed by Jackson H. Pressiey, chief 
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engineer, Radio Laboratories, U. S. 
Signal Corps, Camp Alfred Vail, N. 
J., are being marketed by the Asso- 
ciated Sangamo Electric Companies, 50 
Church Street, New York City. 

This apparatus is the result of 
months of experimenting by Mr. 
Pressley, who had as a_ background 
the unusual experience of adjusting 
transformers to satisfactory airplane 
use in spite of noise of engines and 
propellers. 

The three essentials are: Compact- 
ness with maximum amplification per 
transformer stage; designed so there 
is negligible coupling between stages, 
no matter how spaced, and stability 
without the aid of a potentiometer. 

It is said that there is no radiation 
even over slight distances of a few 
yards because of a simple bridge ar- 
rangement which is used to connect 
the detector-oscillator tube to the loop 
antenna. 


American Cable Co. Develops 
New Wire Rope for Industry 


What is said to be the first basic 
change in wire rope construction in 
more than a century is embodied in 
the new Tru-lay rope now being. manu- 
factured by the American Cable Com- 
pany. 

The new principle developed in the 
making of the rope is the “preform- 
ing” of wires and strands to the exact 
shape they must have to fit correctly 
in the completed product. The rope is 
being made in Lang and regular lays 
up to 1 in. in diameter. 

An important characteristic of the 
Tru-lay rope is that it resists unstrand- 
ing. It can be cut at any point for 
splicing and otherwise handled with- 
out the necessity of seizing. It is 
claimed exhaustive tests show that it 
has considerably longer life than or- 
dinary rope under reversed bending 
stresses—an important asset where 
winding over sheaves and rums is a 
chief cause of wear. 

Broken wires in this new rope lie 
flat. The fact that the rope does not 
unstrand makes splicing a compara- 
tively simple operation. 

To make available practically the 
entire strength of the new rope, the 
American Cable Company has devel- 
oped for it a special steel fitting, with- 
out zine, called Tru-loc. 

Tru-lay rope is designed for use in 
every industry where dependable wire 
rope is a factor. It is now being in- 
troduced in the Mid-Continent oil 
fields, in the general building and con- 
struction field, in the cement and 
quarrying fields and in a large variety 
of factory and shop operations, in- 
cluding elevator and crane operation. 
In smaller sizes it is considered satis- 
factory for airplane and airship equip- 
ment. and is said to be used extensively 
with special fittings in the rigging of 
Coast Patrol Boats for the United 
States Government. 
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Optimism in 


Hardware Markets— 
Prices Are Firm 


HE hardware business throughout the country differs 
in practically all important distributing centers. The 
Cleveland and Chicago areas appear to be showing 
better records for sales volumes than any other important 


section. 


In the Pittsburgh territory curtailment of coal 


mining and steel production are reported as hampering 


the hardware business. 


is coming slowly, but surely. 
Cities conditions are similar to those found 
In the metropolitan New York market and down 


England. 


In New England the improvement 


In the country around Twin 
in New 


along the Atlantic Coast we find real healthy activity in 
various spring goods, particularly garden hose, hose reels, 
lawn mowers, lawn rollers and garden hose accessories. 
Reports from the south are fairly optimistic. 


Prices are firm; collections are improving; and the 
trade outlook is good in all parts of the country in spite 
of the spotty reports from various centers. 


In the several sectional reports we find a decided note 


of conservative optimism. 





Mill Reduction on Wire Nails 
Reported in New England 


A reduction of mill quotations on 
wire nails has been announced in the 
New England hardware market. A 
reduction of $2 a ton in .window 
weights and a slight upward adjust- 
ment on rat and mouse traps are also 
reported from this territory. Other- 
wise prices are very firm in this sec 
tion. 


Sales Holding Up Well 
Report Cleveland Jobbers 


Sales by Cleveland jobbers are hold- 
ing up well and there is considerable 
demand for’ spring merchandise. 
Spring business has opened up in fair 
shape with retailers who report con- 
siderable gain in sales. Retailers have 
fair stocks and are not buying heavily. 
Seasonal merchandise for next fall is 
moving rather slowly. The market is 
firm and very few price changes are 
reported. 


Paints, Window Glass More 
Active in Pittsburgh 


Paints are doing better than they 
did recently and plate glass is in good 
demand in the Pittsburgh district but 
in other directions the most favorable 
appraisal of business is that it is fair- 
ly good. The steel industry has quieted 
down materially in the past two weeks 
in respect to plant operations and 
with men being laid off, buying power 
is impaired. The situation in the coal 
industry still is not very good. Union 
mines are going down daily in west- 





ern Pennsylvania and southern Ohio, 
because the operators cannot pay the 
union scale of wages and compete with 
the non-union mines, which generally 
are being operated on scales about 
33 1-3 per cent below the wage rates 
of the union mines. Thousands of 
miners are out of work and those at 
work are not getting more than two or 
three days a week. These conditions 
reflect in hardware and general mer- 
chandise sales and in a large way ex- 
plain the dullness. Present prices for 
antiskid tire chains have been reaf- 
firmed. Rope prices for the 60 days 
beginning May 1, are looked for soon 
and the expectation is that there will 
be no advance. Sash cord has been 
cut 2c. per lb. Weakness is observed 
in sheet metals, although it has not 
yet been reflected in jobbing prices of 
sheet steel. Steel prices are generally 
back to the low levels of last fall and 
this makes doubtful the maintenance 
of advances made in the meantime on 
the steel products. Collections are 
only fair. 


Building Operations Are Im- 
proving in the Northwest 
Section 


Business is somewhat slow in start- 
ing in the northwest section of the 
country, although the general belief 
is that there will be an excellent trade 
with the full spring program under 
way. Building operations have been 
started, especially in the smaller 
homes class. There are plenty of 
projects which are ready for action, 
but whieh are being held in abeyance 
as yet. Collections are still lagging 
behind what was predi:ted for this 
time of the year. 


-stocks. 





Al 


Business in Healthy Condi- 


tion in Chicago Territory 


Sales continued to show a steady im- 
provement during the past week and 
while there were a couple of slight 
reductiviz:s in prices, the wvendency of 
the market is one of firmness. Season- 
able merchandise is moving in very 
good vceiume and there is some little 
demand also for fall goods for future 
delivery. Summer goods are still a lit- 
tle slow although there is a fair move- 
ment starting and sales are running 
ahead of this time last year. 

Recent heavy rains throughout the 
agricultural districts were very much 
needed although the dry spring has 
made it possible for the farmers to 
work and plant this year with little 
delay. 

There has been some falling off in 
steel production and the larger buyers 
seem to be holding off in hopes of 
securing lower prices. 


——~ 


N. Y. Jobbers Report Activity 
in Garden Hose, Reels, Etc. 


Metropolitan jobbers report heavy 
buying for garden hose, hose reels, 
garden hose accessories, lawn mowers 
and lawn rollers, with the result that 
local stocks on these items are some- 
what low. Factory delays are reported 
on these items, which fact tends tc 
emphasize the limitations of present 
There are no important whole- 
sale price changes announced _ this 
week. General business is only moder- 
ate. Collections are improving slowly. 


Automobile Production 
Increases 


March production of automobiles in 
the United States and Canada is re- 
ported by the United States Depart- 
ment of “Commerce at 332,108 passen- 
ger cars and 45,012 trucks. This is the 
largest number of passenger cars pro- 
duced in any month since April of last 
year. The production of trucks is the 
largest for any month since May, 1923, 
and with that sole exception the largest 
for any month in the last five years. 
Of the passenger cars 319,094 were 
produced in the United States and 
13,014 or 4 per cent in Canada Of the 
trucks 42,923 were produced in the 
United States and 2089 in Canada. 

For the first quarter the total pro- 
duction of passenger cars was 797,802, 
compared with 994,274 for the first 
quarter of 1924, and with 816,239 for 
the first quarter of 1923. Except for 
1924 and 1923, the first quarter of this 
year shows the greatest production 
ever recorded in that period. The total 
in 1922 was only 354,807 cars. Of 
trucks. 107,445 were produced in the 
first quarter of 1925, a gain of 7.4 per 
cent over the 100,021 in 1924. In 1925 
the total was 80,600; in 1922, only 
44,572. 
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Cold Snap Retards New England Sales— 


( Boston 
New 


UST as the 


viously bought by the retailer. 


shelf hardware circles also 
Then followed 


wholesale 
bullish pep. 


to pick up once more. 


hardware circles. 


Jobbers do not hesitate to say they anticipate tke cut 
in nails will create more misgivings as to hardware prices 


BARROWS.—Retail sales of barrows 
are on the increase, but so far they 
have not been as large as anticipated. 


The wholesale market is rather in- 
active. 
We quote from Boston jobbers’ 
stocks: 
Barrows.— Wheel, from joston 


$5.50 each 


stock, steel wheel, No. 4, 
5 we wheel, No. 


net: No. 5, $5.75. Wood 
1, $5.75; No. D, $6. 


BATTERIES.—Batteries are 
out of retail and wholesale stocks in 
larger volume than a year ago. Most 
hardware men attribute this increase 
to the tremendous growth of the radio. 

We 


stocks: 

Batteries.—-Flashlight, in lots of six 
or more assorted unit packages in 
one shipment, No. 935, 24 to the 
package, S%c. each net; No. 950, 36 
to the package, 9%c. Columbia, No. 

6, in lots of 50, $30,22 per 100. 

Radio.—Dry cell, in packages of 50, 
No. 7111, 29c. each net. No. 6, in 
lots of less than 12, 40c. each net; 
in lots of 12 to 50, $35.22 per 100: 
in larger lots, $30.22 per 100. Cluster 
batteries, 6 to the unit, 12 units to 
the barrel, $1.60 each net; S units to 
the barrel, $1.98 and $2.34 each. 

BICYCLES.—Bicycles have begun to 
sell more freely and according to most 
firms business is normal. 

We quote 
stocks: 

Bicycles.—Men’s 20-in., $28.50 each 
net; 22-in., $28.50; arched bar, $29.50; 
motor bike type with double bar, $51. 
Women’s, 20-in., $30.50. Girl’s, 17-in. 


moving 


quote from Boston jobbers’ 


from Boston jobbers’ 


Boycycles.— No. 1, $9 each net; No. 

2, $10; No. 3, $13; No. 4, $15. 
BOUQUET HOLDERS.—Retail deal- 
ers, in anticipation of their usual 
Memorial Day call for bouquet holders, 
are placing orders with local jobbers. 

We quote jobbers’ 
stocks: 

Bouquet Holders.—Painted iron, 

soc. each: glass, with holders, 6c. 

metal, No. 22, $1.40 per doz. 


from Boston 


BRASS.—Manufacturers of brass and 
copper products continue to gradually 
mark down prices a fraction of a cent 
every now and then. Their next reduc- 
tion unquestionably will be followed by 
an easing off in jobbing lists. 

jobbers’ 


Poston 


from 


We 
stocks; 


quote 


olfice of 
England retail hardware trade be- 

came all set for a big April 19 business a real old- 

fashioned snow storm accompanied by unseasonably 
cold weather was served up. Jobbers reported that every 
mail brought notices of belated payment for goods pre- 
With this slowing up in 
collections and with business noticeably less, sentiment in 
lost some of its 
warmer weather and the 
hardware trade took heart again because business began 
But with this improvement came 
the announcement by the American Steel & Wire Co. of 
a reduction of $4 a ton on wire nails and plain wire. 
Sentiment again became unsettled in retail and wholesale 


——7 


| street 
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jobbers fear. 


for months. 


sheets, 
tubing, 


_ 


Brass.— Wire, 2544¢. per Ib.; 
‘ rods, 20%ec.; brazed 
seamless tubing, 26\4c. 


oo C.; 
. ” 
0% ie i 


CARTS AND WAGONS.—One has to 
but walk up and down almost any 
in whatever town or city he 


| happens to be in to be convinced of the 


| 














growing popularity of carts § and 
wagons as well as skooters and coast- 
Many retail hardware dealers are 


ers. 
enjoying good business in this line of 
merchandise. 

We quote from boston jobbers’ 
stocks: 

Kiddie Kars.—Special, two in car- 
ton, No. 101, $2.25 each list; No. 102, 
$3; No. 1038, $3.75; No. 104, $4.50; No. 
105, $5. 

Kiddie Koasters.—One to carton, 
No. 605, $10.50 each list; No. 606, 
$11.75. 

Kiddie Karts.—Special, No. 201, $3 
each list: No. 202, $4; No. 2038, $5; 
No. 204, $6; No. 205, $7. 

Pedal Kars.—Two in carton, No. 
124, $4.25 each list; No. 125, $5.25; 
No. 154, $5.75; No. 155, $6.75. 


Kiddie Skooters.—Two in 
No. 801, $4 each: No. 802, $5; 
SO02B, $6. 

Discount 


carton, 
5 No. 


334 per cent. 




















CATTLE LEADERS, ETC.—Demands | 


are being made on local jobbers for | 


cattle leaders and other goods coming 
under this classification. 
We quote 


stocks: 

Cattle Leaders.—Sargents, No. 51, 
$15.53 per 100: No. 52, $16.88. Bull 
rings, 238c. and 26c. each. Bull 
snaps, 77c. each. Ox pins, $2.65 per 
doz. pair, Ox muzzles, six guard, 
$5.10 per single doz. All prices net. 


from Boston jobbers’ 





COD LINES.—Cod lines are moving in 


satisfactory volume, say jobbers. As 
might be expected, the buying comes 
from the retail trade located along the 
Atlantic coast. 
We quote jobbers’ 
stocks: 
Cod Lines.—Tarred, No. 2, $1.10 
per doz. net; No. 4, $2.20; No. 6, 
F330. 
CROQUET SETS.—Retail dealers in 
quite a few instances are displaying 
croquet sets and getting results. Quite 
a large number of dealers have not 
bought all they need. 


from Boston 


We quote from Boston jobbers’ 
stocks: 

Croquet Sets. Standard makes, 
5%-in. mallet, 4-ball, No. ©, $1.75 
pet set net: S-ball, No. 0, $2.75; S&- 





Nail Prices Reduced $4 a Ton 


in general than anything else that could have happened. 
Other makers of nails for some time have been selling at 
price concessions, but jobbers have followed the United 
States Steel Corporation’s subsidiary price schedule. A 
reduction in jobbing prices cannot very easily be avoided 
now, and it is felt that prices on other classes of mer- 
chandise will lose much of their stability. Retail dealers, 
however, are not as disturbed over the cut in nails as 
Retailers are not, as a rule, heavily stocked 
with nails or with any other one hardware item, because 
of the hand-to-mouth character of retail buying in vogue 
In addition, their business toward the last 
of the week was fully as active as expected heretofore, 
and it is commonly felt that April 19 trade losses will 
shortly be recovered. 

Mill supply jobbers are slightly more busy and the heavy 
hardware jobbers are doing some better. 


ball, No. H, $38.10; S-ball, No. B, 
$3.25; 6-in. mallet, S8-ball, No. N, $4; 
S-in. mallet, 4-ball, No. AA%, $4.50; 
S-ball, No. AA, $5.75. 


CULTIVATORS.—Cultivators have 
not sold as well as anticipated, accord- 
ing to retail dealers, who attribute the 
backwardness to weather conditions. 
We quote 
stocks: 
Cultivators.—Three-prong, $6.75 per 
doz. net; five-prong, $9.60. 
DRAIN PIPE CLEANER.—Good re- 
ports continue to be had regarding the 
sale of drain pipe cleaner. The season 
to date has been a remarkably satis- 
factory one. 


from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 
Drain Pipe Cleaner.—lkiconomy 


Plumber cleaner, in 1 Ib. net cans, 
in lots of 3 doz., $2.75 per doz.: in 
lots of 6 doz., $2.70 per doz.; and in 
12 doz. lots, $2.60 per doz. 

Same, in 2 Ib. net weight 
lots of 2 doz., $4.90 per doz.; in 
of 6 doz., $4.85 per doz.; and in 
of 12 doz., $4.75 per doz. 

Hercules tile and porcelain cleaner, 
in 1 Ib. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 


cans, in 
lots 
lots 


1 qt. can, 


$3 each; in % doz. lots, $2.50 each; 
in 1 dob. lots, $2.25 each. 
Same, in % gal. cans, $5 each; ¥% 


doz. lots, $4.75 each: and in gal. cans, 
$9 each. 


EGG CARRIERS.—There appears to 
be a_ slightly better public buying 


movement of egg carriers and this fact 
is reflected to some extent in the whole- 
sale market. Many retail houses are 
well provided with stock, however. 


We quote from Boston jobbers’ 
stocks: 

Egg Carriers.-New model egg 
crates, metal, capacity, 1% doz., &88&c. 
each net; 2-doz., $1.05; 3-doz., $1.23: 
4-doz., $1.40; 6-doz., $1.75. Regal, 
capacity 15 eggs, l4c. each net; 350 
eggs, 26c.; 50 eggs, 47c.; 100 eggs, 
S4c¢. Cases with fillers, capacity 15 
doz., $1.95 each. Poultry shipping 
crates, $1.68 each, 


FURNACES.—Because of the tre- 
mendous amount of home construction, 
going on and contemplated throughout 
New England, and because of the high 
cost of hot water and steam heating 
systems, interest in one pipe furnaces 
is unusually active for this time of the 
year. 
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We quote from Boston jobbers’ 
stocks: 
Furnaces.—One pipe, register 30 
x 30-in., $122 per furnace net; 36 
x 36-in., $137.50; 40 x 40-in., $165 
With pipe and casing, 22 x 42-in., 
$100; 26 x 46-in., $110; 30 x 50-in., 
$130. 
GARDEN SETS.—Garden sets are 


selling quite satisfactorily, all things 
considered. A big improvement in 
sales is anticipated by retail dealers 
within the next month. 

We from Boston 
stocks: 

Garden Sets.—Floral, $1.50 to $12.80 
per doz. net; forks, No. 300, $3.50; 
weeding hooks, $1.20; trowels, $1.25 
to $5. 

HOT PLATES.—It will not be long 
before many people in the city will 
run the coal range only one day a week 
and do most of their cooking on gas 
hot plates. That fact probably ac- 


quote jobbers’ 





counts for the increase in _ interest 
shown by the retail trade. 

We quote from 3o0ston jobbers’ 
stocks: 

Hot Pilates. — Gas, black, one 
burner (small), $2.40 per doz. net; 
nickel, $1.20 each, with star burner, 
$1.80. Two burner, black, — $1.80, 
nickel, $3.96. Three burner, black, 
$2.76, nickel, $5.34. 

ICE TONGS.—Although some retail 


dealers anticipated their ice tong re- 
quirements, many have not. The back- 
ward ones are just beginning to place 
business here. 
We 
stocks: 
Ice Tongs.—Boston 
14, $17 per doz. net; No 


quote from Boston jobbers’ 


pattern, No. 
- 17, $19; No. 


20, $21; No. 24, $23.50. Ely pattern, 
iron handle, 12%-in., $3.30; 18-in., 
$6.50. Wood handle, 24-in., $11; 2s- 
in., $12. 


LETTER BOXES.—Good sales of letter 
boxes are reported by the jobbing 
trade. Owing to the comparatively 
mild and open winter, however, whole- 
salers do not look for as large sales 
as in 1924. 


We quote from Boston jobbers’ 

stocks: 
Letter Boxes.—Corbin line, No. 
2417, $8 per doz. net; No. 2406, $8.65; 
No. : 


) 


No. 2416, $12; No. 2418, $12; . bs 
$14.50; No. 4, $18: No. 2437, $5.40. 
Hessler rural delivery, $11.50 per 
doz. net. 

MOTH BAGS.—Winter — suits. will 


Need for Motor Air Cleaner 


The AC Spark Plug Co., Flint, 
Mich., has added the AC Air Cleaner 
to its line, with types to fit various 
makes and models of cars. 

It is said an average of 10,000 gal. 
of air is consumed for every gallon of 
gasoline used by automobile engines. 

Road dust pollutes this air and very 
severely wears the motor’s moving 
parts, because it is composed largely 
of minute particles of sharp-edged 
sand or quartz. The dust forms an 
abrasive compound, because when it 
is sucked in with the carbureter air it 
mixes with the oil film on the cylinder 


walls, where it grinds away the en- 
gine’s efficiency with each piston 
stroke. 


An air cleaner minimizes two great 
evils—excessive wear and carbon cake 
deposit, through the elimination of 
dust from the carbureter intake air. 
The principle of operation is centrifu- 
gal force used to separate two sub- 
stances of different specific gravities. 























nantes nee ee 


HARDWARE AGE 


OL LO ORY A ltt hl mine ge 


43 


shortly have to be put away for the! of retail and wholesale stocks, more 


summer, consequently jobbers are be- 
ginning to push moth bags. Success 
to date has been indifferent. 

We from Boston jobbers 
stocks: 

Moth Bags.—Pine 
84c. each net; for 
for ulsters, $1.17; 
coats, $1.34. 

NAILS.—Not all of the jobbers have 
adjusted their prices on wire nails to 
fit in with new prices announced by the 
American Steel & Wire Co. It is be- 
lieved, however, a reduction in prices 
will be general before the close of 
another week. 

We 
stocks: 

Nails.—Wire, 
keg base: from mill, in car lots, $3 
per keg base; in less than car lots, 
$3.25. Cement coated, in- count Kegs, 


’ 


quote 
tar, four suits, 
overcoats, $1.04; 
for automobile 


jobbers’ 


$4 per 


quote from’ Boston 


from store, 


from mill, in car lots, $2.40 per keg 
base f.o.b. Pittsburgh; in less than 
car lots, $2.65, from store, $4.60 per 

Or 


keg base. Cut nails, from store, 
per keg base. Hardened steel floor, 
direct shipments, $8.10 per keg base. 
Western cut nails, direct shipments, 
in car lots, $3.60 per keg base f.o.b. 
Pittsburgh; in less than car lots, 
3.75. Tremont cut nails, direct ship- 


ments, $3.95 per keg base _§f.o.b. 
Wareham, Mass.; hardened _ steel 
floor nails, direct shipments, $7.60 
f.o.b. Wareham. 

PISTOLS.—Because July 4 is not far 





away and young America will de- 
mand an opportunity to make a noise 
on that day, jobbers have begun to 
drum up cap pistol business. Some 
good orders already have been booked. 


We quote from Soston jobbers’ 
stocks: 

Pistols.—Cap, without caps, $1.50 
per doz. net. Caps, $4.50 per gross 
packages. Orders for pistols must 
include paper mammoth caps in the 
ratio of 5 for one, 


PRESSES.—Although a little early for 
any general buying movement, some of 
the New England retail dealers are 
beginning to cover on fruit presses 
that will be wanted in the summer and 
fall. 


jobbers’ 


$4 


We from Boston 


stocks: 
Fruit Presses.—HBrownie, 


each net. 
REFRIGERATOR TOOLS.—Now that 


refrigerators have begun to move out 


quote 


S-qt., 


The suction stroke of motor draws 
dust-laden air through cleaner’s di- 
recting vanes, which gives it a rapid 
spirally rotating motion; centrifugal 
force separates the dust particles from 
the air, throwing them against the in- 
side wall of the cleaner while the 
spiral movement of the dust along the 
inside surface wall brings it to the 
rear circular end where it is forced 
through a small outlet into a removable 
container. 


Clean air, rotating spirally in the | 


center portion, strikes the directing 
plate and twists itself out of cleaner. 


Straightened current of clean air 
leaves cleaner to enter carbureter. It 


is stated that an amount of dust which 
will fill the small removable collector 
(the accumulation of 
miles of driving) if allowed to 
into the engine, would cause an av- 
erage of ten one-thousandths of an 
inch wear on parts such as pistons, 
rings and cylinder walls. 


pass 


about 20,000 | 
































interest is being shown in refrigerator 
tools. 
We 
stocks: 
Refrigerator Tools.—Awls, $11 
gross; picks, $1.58 and $6.18 
doz. net. 
TRAPS.—Jobbers have adjusted prices 
on rat and mouse traps to comply with 
new lists issued by manufacturers. On 
most items there is no change and on 
others a slight advance. 


quote from Boston jobbers’ 


per 
per 





We quote from Boston jobbers’ 
stocks: 

Rat Traps.—Sure catch, 90c. per 
doz. net; Star, $2.64; Acme wire, 
$6.88; footset, $2; Buffalo Bill, 9%0c. 

Mouse Traps.—Sure catch, 22ce. 
per doz. net: wood, four hole, 9%5e.; 
clipper, wire, $4.68; footset, S0c.; 
Buffalo Bill, $2.80 per gross net. 

Game.—CGame, No. 0, single spring, 
with chain, $1.70 per doz. net; No. 1, 

= ). Y 


No. I 14, $3; 
with chain, 
Jo. 4, $7.80. 


2, double 


$1.95: NO. 
$4.70; No. 3, 


spring, 
$6.50: 
TROWELS.—So far sales of trowels 
have been fairly satisfactory, accord- 
ing to both wholesale and retail inter- 
ests. The season is just. starting, 
however, and a good turnover is anti- 
cipated by everybody. 
We 
stocks: 
Trowels.—Garden, 
tin blade, $1.25 per doz. net; 
$2.75; transplanting, $1.50. 


WASHING MACHINES.—Now is the 
time to buy washing machines if not 
already covered. The next month or 
two should see a material increase in 
public buying. 


quote from Boston jobbers’ 


handle, 
florist, 


black 


We quote from Boston jobbers’ 
stocks: 

Washing Machines.—Haag line, 
evlinder type, wood tub, No. 10K, 
$62.65 each net: galvanized tub, No. 
TOK, $87.50 metal evlinder, No. 75E, 
$87.50. Mveready, galvanized tub, 
No. 31, $104.65; copper tub, No. E41, 
$113.75. 


WINDOW WEIGHTS.—Jobbers’ quo- 
tations on window weights have been 
dropped about $2 a ton, following new 
prices issued by foundries. 


We quote from Boston jobbers’ 
stocks: 

Window Weights.—Foundry § ship- 
ments, weights under 5 $51 per 


he. 
ton net; 5 Ib. to 30 Ib., $49. 


Osborn Brushes Distributed 
by Masback Hdwe. Co. 


The Osborn Mfg. Co., Cleveland, 
Ohio, manufacturer of household 
brushes, announces that the Masback 


Hardware Co., New York City, has been 
appointed wholesale hardware distrib- 
utor for the household brush depart- 
ment of the Osborn Mfg. Co. 


New Sales Policy Announced 


by Dayton Fan and Motor 


The Dayton Fan & Motor Co., Day- 
ton, Ohio, manufacturer of electric 
fans, motors and radio apparatus, an- 
nounce the adoption of a sales plan 
which provides exclusive territory dis- 
tributor and dealer franchise for the 
distribution of Day Fan radio products. 

he company also announces that 
Day Fan list prices and discounts are 
guaranteed until June 1. On that date 
prices will be announced and guaran- 
teed for a full year. 
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Heavy Sales Reported of 
Lawn Rollers, Ete., in 


New York 


garden hose, lawn mowers, garden hose, rollers, 


M0 earaen hose, jobbers report heavy sales of 


hose reels. General activity in other spring lines 


may also be considered 


satisfactory. 


General busi- 


ness in this territory, however, is relatively quiet, with 


prices very firm. 


not as plentiful as might be desired. 


The five spring items mentioned are 


This is said to be 


due to factory delay, as well as the extra heavy demand. 
Cotton sash cord is reported to be down 2c. per Ib., on 
the mill price, but this is not expected to affect jobbing 


prices at the present. 


A decline of $4 per ton on wire nails and plain wire, 
is also reported, with the result that wire nails are quoted 
at $3.40, which price is not expected to be shaded. 

Collections are improving, but according to past records. 


April is relatively a poor collection month. 


It is interest- 


ing to note that practically all wholesalers in this city 
state that they know of no other time when there were so & 
many rush orders for small quantity shipments. 





Serew Prices Very Firm in 
Metropolitan Area 


Prices in the local screw market are 
very firm; stocks are satisfactory, and 
the usual steady demand is reported. 

Jobbers’ quotations to retailers, 

f.o.b. New York: 

Wood screws, iron bright, flat 
head, 72%-33'% per cent. 
Same, iron blued, round head, 70, 

25 and 5 per cent. 

Same, brass, flat head, 70, 25 and 
5 per cent. 

Same, brass, round and oval head, 
67%, 25 and 5 per cent. 

Galvanized, flat head, 57%, 25 and 
5 per cent. 

Nickel plated, round head, 60, 25 
and 5 per cent. 

Full packages are extra 5. per 
cent. 


Sash Weight Prices Firm: 
Good Building Demand 


Those selling to a good building 
trade report a good demand for sash 
weights, which are quoted out of job- 
ber’s stock at $56 per ton, which is 
$2.80 per hundredweight. 


Prices and Demand Unchanged 
for Bolts and Nuts 


Prices and general market condi- 
tions on bolts and nuts are unchanged. 
Being a good staple item, this full line 
is in fair demand. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Bolts. — Common carriage bolts, 
small sizes and large sizes, 30-10 
per cent. 

Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 40 to 40 and 10 per 
cent. 

Stove bolts, 75-10 per cent; both 
flat and round head. 

Sink bolts, 75 to 75 and 10 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 331% per cent. 

Lag screw shields, 80 per cent. 




















pected on May 1. 
here are representative. 





Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 25 per 
cent. 

Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 
60 per cent. 

Cap screwe, 80-10 per cent. 


Copper Sheets to Advance— 


Galvanized Prices Firm 


At press time sheet copper is quoted 
at 20% cents per pound in large quan- 
tities, but it is generally understood 
that the price will be advanced to 20% 
cents before the ink is dry. 
prices are on large quantities, small 
lots take a price of 1 cent higher. Gal- 
vanized and black sheets are firm. The 
demand is considered spotty. We quote 
the higher price. ' 


Prices to retailers, f.o.b. New 
York: 

Galvanized sheets, 28 gage, $5.60 
per 100; black 28 gage, $4.60. 

Blue annealed sheets, 10 gage, 
$3.89. 

Sheet copper, 20%4c. in large lots, 
in small lots, 21%c. 


Rope Prices Will Hold for 


May-June Period 


At press time it is believed that 
| March-April rope prices will continue 
for the May-June period. 
moderate. Manufacturing costs are re- 
ported sufficiently high to warrant an 
advance, but such action is not ex- 
The prices offered 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Rope, No. 1 £=Manila_ standard 
brands, 2S8c. per Ib.: No. 2 Manila 
standard brands, 26c. per Ib.; No. 1, 
sisal standard brands, 19c. per Ib.; 
No. 2 sisal standard brands, 18c. 


Twine, 3-ply wrapping twine, No. 
1, 23ec. per lb.; No. 2, 21c. per Ib. 

India hemp twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 22%c. per 
lb.; fine light, 24c. per Ib. 


These 


Sales are 
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Nail Price Data Uncertain at 
Press Time 


For two or three weeks the Metro- 
politan trade has been talking of a 
probable advance of 10 cents per keg 
on wire nails. This would have brought 
local offerings to $3.70 per keg. At 
press time a factory decline has been 
reported, which has resulted in a new 
price of $3.50 per keg, which is 10 cents 
less than the local price has been in 
quotation. Although the reported fac- 
tory decline came from a good source, 
the wholesale trade at large was un- 
able to confirm the report as this issue 
goes to press. 

Jobbers’ quotations to retailers, 


f.o.b. New York: 
Nails.—Wire nails, $3.50 base per 


eg. 

Cut nails, $4.15 base per keg. 

Wire nails and brads in small 
lots, 70-5 per cent off list, in 1-Ib. 
papers. 

Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 lb.; galvanized, $8.05 to 
$8.25 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 


New York Radio Prices from 
Hardware Jobbers 


Though this is not the heavy radio 
season, there is considerable interest 
being shown for sets and the necessary 
accessories. This interest will prob- 
ably continue as broadcasting stations 
will operate through the entire year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Radio Receivers 


Chelsea, 5-tube R. F., $35 net; 
Chelsea 6-tube, R. F., $41 net to 
dealers. 

Freshman Masterpiece, 5-tube, list 
price, $60: dealer’s discount 35 per 
cent. Dealer’s net price, $39. 

Grebe Synchrophase, M. WU. 1, 5- 
tube storage battery receiver, or 
same type M.U. 2, 6-tube dry cell 
receiver either model less accessories, 
dealer’s net price $100.75. List price 

4- 


155. 

Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price $120; dealer’s dis- 
count, 40 per cent. Same. GN 3, 4- 
tube model, list price $65; dealer’s 
discount, 40 per cent. 


Loud Speakers 


Dvmac, micrometer, volume con- 
trol, $6.25 each. 

K-E, list price, $18; dealers’ dis- 
count, 35 per cent. 

Spartan, adjustable, list price $10; 
dealer’s discount, 40 per cent. 

Dymac, loud speaker unit, $3 each. 

Phonograph attachment, adjust- 
able loud speaker unit. Spartan 
brand, list price $7.50; dealer’s dis- 
count, 40 per cent. 


Radio Phones 


Spartan head phones, list price, $5; 
dealers’ discount 40 per cent. 

Dymac, No. E-103, $2 each; No. 
G-76, $3.25 each. 

Head phones, list price $6; dealer’s 
discount; 331% per cent. 


Radio Tools 


Socket wrench sets, with 3 sock- 
ets, 34c.: with 5 sockets, 50c. each. 

Hand drills, $1.35; $1.54 and $2 
each. 

Radio tool sets, $2.15 each. 

Radio drill sets, 72c. each. 

tadio tap and die sets, $2.10 each. 


Soldering Irons 


Copper, tinned, $1.50 per doz. 
Samson, electric, 85c. each. 
Dymac, electric, soldering kit, $1.60 
ach, 


7 
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Radio Accessories sii ds $10; 18 in., $10.50; 20 in., Hose Nozzles 
=. % ,«r <« , <r «£ , io eacn., ‘ - . ’ . er 
Tubes, pi ag = ULV. 201A, list Five-blade, 10%-in. wheel, _ ball A ——w $5.50 per doz.: Stewart, 
von each; dealer's discount 25 S0 nn 'sis 86 Bit 18 in., $12.70; vi eacn. Gectens 
: tes ' > cimeen te in 3.39 Cac rinklers 
Gold Seal, battery chargers, list Same, with 10-in. wheel, 16 in., i. _ ae 
price, $18.50; dealer’s discount, 3314 $15.35: 18 in., $16, and 20 in., $16.75 ting type, $6.25 per doz.; Revolv- 
per cent. each , 7. i oli -tekitlt ing, with three arms, $13.80 per doz. 
Hydrometers, 50c. each. ; . Two Purpose, $1.33 each; Rainking, 
Ground clamps, copper, 6c. each. Dahlia Poles $2.38 each; Giant Ratakine, $6.67 
Window lead in strip, 10c. each. Dahlia poles, 2 ft., 34ec. to 54c.; each. 
er arresters, 23 to  25c. o ft., Tc. to Se, Hose Reels 
eacn. Y . i gees nee , 
Mica condensers, .00025 and .001, wn Grass Catchers AM Prog cane gage Meir ae 
l5e. each; .001, 18e. each; .002, 22e. Grass catchers, plain bottom, for cast iron wheels, 4% in. corrugate¢ 
each: .006, 36c. each. mowers, 12 to 16 in., 59c. each. For Steel drum, _enameled green and 
Porcelain insulators, 4-in. brown 16 to 20 in. mowers, 70c. each. black, $1.85 each, aia 
enamel, 10c. each; same knob type, With round back, made of heavy All Metal, steel rod, electrically 
2c. each. white canvas, with heavy galvanized welded together, japanned, — galva- 
Pyrex insulators, list price 45c. perforated bottom, for 12 to 16 in. nized steel drum, diameter os wheels 
each; dealer’s discount 3314 per cent. so 90c.; for 16 to 20 in. mowers pt in., handle 20-in. long, $2.00 
Pacent plugs, 22c. each; same, $1.05. -aACH. : 
automatic » 5%c. each. All Metal, — tubular frame, corru- 
“ge gal gp csi lots onlv Wheelbarrows gated galvanized steel drum, tubular 
20 plugs to a carton: list price 65c. Canal barrows, steel wheel, $3.45 steel wheels, enameled, 21 in., reel 
each; dealer’s discount, 40 per cent. each. height, $3.50 each. Same, with 
Grid Leaks Megohms, 1%. 2. 3 and Wheelbarrow, steel tray, wood height of reel, 24 in., $4 each. 
in a Toh adel tintin ial frame, steel wheel, $5.60 each. > - Natt} 
: a all hy each. : 2 ‘ ‘ Same, with steel frame, $7.35 each. Poultry Netting 
Turnbuckles, 3 in., 6%4c. each; ' ; ; a ke 
4 in., 71%%c. each. Dutchess garden barrow, body - Poultry netting, | New York stock, 
Blow torches, Midget, 33c. each: width, 19% x PIS ty , $5.60 each. D0 per cent off list; factory stock, 
Handv 50c. ameie: Im proved auto- Same, 211.4 xX 19, $6. 30 eaC h. D0 and 7% per cent off list. 
" a : a Same, 25 x 21%, $7.25 each. ; . 
matic, $1.10 each and Spartan, $1.40 , es Poultry Netting Staples 
<a. wry harnee Se ene Pruning Shears Poultry netting staples, % in., in 1 
Battery harness, 70c. each. : “i ‘a. 
Radio anterna outfit, $1.90 each Pexto pruning shears, 9-in. blade, Ib. packages, 9c. per Ib.; in 10 Ib. 
Talking Tape, 5c oneh ” y 7 California pattern, black finish, volute boxes, $c. per Ib.; in 100 Ib. kegs, 
Ammeters, 0-35 “amps., D0c. each. — — oe $1.05 eacl S Mec. per Ib.. 
Voltmeters, O-50 volts, 70c. each. B+ aga IP, ished, we Cane. “yo Spravers 
tee we pray 
Combination meter, O-50 volts, $1 _— ratchet nut, polished, $1.23 Galvanized ! gal., $4.88 each: 
each rae ies pi Pi late , ee ee : : 
. : ar ey me S. Smith No. 0 Spiral spring, 9 in., brass, 4 gal., $7.50 each; bucket 
a —— — ymin paging $4.70 doz.; No. 21 Flat spring, 9 in., pump type, $2.75 each. Tin, “_ pint, 
holds battery up hen 150 amps "he. $8 doz.; No. 30 Volute spring, 9 in., 23e. each. Tin, 1 qt., 3le. each; 
each . . I ' ee nee $8.35 doz.; No. 40 Volute spring, 9 in., brass, 1 qt., $1.15 each: galvanized, 
Knife switches, single’ pole, single N. P., $14.70 per doz.; No. 130 Volute 1 qt., continuous, S8Sec. each. 
= - >» o. , ~ , ‘ s a+ x *s » at y 7 7 7. . 
throw, 12c. each; single pole, double No. 140 no ~ 9 Bigg ee 5 Hedge Shears 
+ ty ao — bg = Pn ratchet nut, $16.35 PN doz.; No. 4770 Disston, plain, 8 in., $1.65, and 9% 
theow 0c nes ’ : Volute spring, 6 in., N. P., $12.70 per in., $1.78 per pair; 10 in., $1.90 per 
= lgaiaas “e , itil: doz. pair. 
Aeriai es _ 100 ft. coils; ot Disston’s Extra ese. —— ee 150 Disston, noteh, 8 in., $1.78; 9 in., 
gage, solid copper, 34c. each; 7/22, Vebnte Se a i] ver $1.90. and 10 i $2.02 : vt 
stranded, plain copper, 45c. each; $24 =e ee ns ce tat S In. Pi, ANE B., 96.06 POE Par. 
7/22 stranded, tinned copper, 55c. ve Ewe gad v0 —" olute spring, Border Shears 
each; rubber covered wire, 85c. each half pol., 8% in., $21.50 per doz.; No. ” : ; 
; . ) | , ' 152 _Hinge spring, full pol., $3, in. Without wheel, $2.95 each; with 
Ba ies $24.75 per doz.; No. 252 Hinge, halt Wheel, $3.50 each. 
tterie A, B and C pol., 8% in., $21.50 per doz.; No. 53 Lawn shears, with two wheels, 
Eveready ‘‘A,”’ storage battery, 90 Leaf spring, full pol., 8 in., $24 non; $3.50 each. 
amps., $13 each; 110 amps., $15 No. 253 Leaf spring, half pol., 8 in., Lawn Rollers 
eacn. re wee oe. Dunham waterweight type, No. 2 
Batteries, No. 6, dry cells, | ignition Disston Pruning Shears. — No. 1, $9- No. 4 $10. 70: NC ets a5. No 
type, 26c. to 29c. each. Heavy, 27% in., $2.25 pr. No. 2, 5 $13: ng - 937.35 a . 5.35; No. 
Radio “B” batteries, unit package Med., 27% in., $2.17 pr.; No. "3 Heavy, = 30; No. 9, ee 
quantities, No. 766, $1. 30 each; No. 3 ag curved jaws, 27% in., $2.17 pr.; 
764, $1.14 each; No. 767, $2.44 each; NO. 5, handles 9 in., pol. blades, 3% 
No. 772, $2.44 each; No. 770, $3.09 in., $1.65 pr. . : 
No. Standard’ Tree Pruners. — Gt. Suburban Trade Is Good on 
Radio ‘“‘C’’ batteries, No. 771, 39c. 1.30; 8-ft., $1.40; “10- ft., $1.55; 12-ft., ° 7 
om. . $1.70 each. Oil Cook Stoves 
Disston’s extra gt Tree Pru- 
° ° oo 36 is. +S —< $3.05; 10-ft., Out-of-town dealers report a good 
S rin (,oods Active 7 a Gi: yee one ~ movement of oil cook stoves and ovens. 
y tiant Pruning Hooks and P 
i Saws, $2.15 each. The summer bungalow trade in Long 
In New Y ork PO gmat Pruning Hooks and Saws, Island, North Jersey and Westchester 
each. ; . 
Pruning Saws.—Disston’s 3 x 16, County 1S expected to offer a good 
Various spring hardware items are ape. each; 4 x 16, $1.19 each; 5 x 16, channel for sales in these items. Prices 
. $1.25 each; 7 x 16, $1.43 each; 40 x 16, are firm. 
called for on practically every order sega oy . . 
being placed in New York. Jobbers Pruning knives, 62c. each. y = age bn ye “ ro 
h ° ° ork, a tscoun oO ‘ ana « per cen 
are very enthusiastic over results to J. T. Henry Manufacturing Co. ‘in ie ae 
date on the ~¥ of — _— _— Pruning Shears LIST PRICES 
vemen No. 0 spiral spring 9-in.$ 4.50 pe Z. T a a a! ‘ 
ie he om waa rei No. 1 ‘Tavs aes” willie Nesco Oil Cook Stoves 
h d i, 1] le , flat brass springs.... 8.25 per doz. No. 212, 2 burners, $17.35; No. 211, 
ose an awn ro ers. wn mowers No. 4665, 9-in. California 1 burner, $9.50; No. 213, 3 burners, 
are fairly active also. Prices are RPT EAREN ES 8.00 per doz. $22: No. 214, 4 burners, $28; No. 215, 
steady No. 4666, 9-in., polished 12.00 per doz. 5 burners, $29.50; No. 1102, high shelf 
’ No. 4671, 9-in. ratchet only, $5.25; No. 1103, high shelf only, 
JOBBERS’ QUOTATIONS TO RE- Pera ee ee oe 9.10 per doz. $6.50: No. 1104, high shelf only, $8; 
TAILERS, F.O.B. NEW YORK: No. 4770, 6-in. ladies’... 12.00 per doz. No. 1105, high shelf only, $9.75. 
No. 4771, heavy wide Rockweave wicks, 25c. each. 
Lawn Mowers PSS Si ee 14.50 per doz. Nesco Ovens 
Three-blade, plain bearings, 8-in. Rubber Hose ‘ stile ae 
wheel, 12 in., $4.85; 14 in., $5.15; 16 u r os _No. 05, 1 burner solid door, $2.10: 
in., $5.50, and 18 in., $5.80 each. Rubber hose, % in., black rib, No. 5, 1 burner glass door, $2.25: 
Same, with ball bearings, 12 in., molded, in 25 ft. Jeneths, 10c. per ft.; No. 010, 1 burner ; ie door, $4.15; 
$6.65; 14 in., $7; 16 in., $7.35, and same in 50 ft. lengths, 9%c. per ft.; No. 10, 1 burner iss door, $4.40; 
18 in., $7.70 each. same, better grade, red, in 25 ft. No. 020, 2 burners solid door, $5.15; 
Four-blade, 9-in. wheel, ball bear- lengths, 12c. per ft.; and in 50 ft. No. 20, 2 burners glass door, $5.40; 
ing, 12 in. $8.25; 14 in. $8.55; 16 in., lengths, 11%c. per ft. Electric, black No. 030, 2 burners solid door, $5.40; 
$8.85, and 18 in. $9.25 eac h. rib, in 25 ft. lengths, 16%4c.; and in No. 30, 2 burners glass door, $5.70. 
Same, with 1014 -in. wheel, 14 in., 50 ft. lengths, 15%4c. Nesco water heaters, list price $45. 








A Thought for Today! 


Get men in the habit of buying in your store the goods they are constantly consuming and 
you will get the bulk of their purchases of goods they buy occasionally. 
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Seasonal Lines Active in Cleveland 
Territory—Prices Holding on Most Lines 


There are practically no price changes and the trade 
does not expect many more advances. While steel prices 
are lower, little if any reduction is looked for in hardware 
prices on items in which labor is the principal cost factor. 
Retailers have good stocks and are following a hand-to- 
mouth policy in buying in view of the fact that they can 
secure practically all lines of merchandise quickly from 
jobbers’ stocks. There is considerable hesitancy among 
the retail trade in placing orders for seasonal merchan- 
dise for fall delivery although some lines are moving well. 
In view of the market situation and the probability of 
higher prices jobbers are buying rather carefully. 


(Cleveland office of HARDWARE AGE) 
OBBERS continue to book a good volume of business. 
Retailers report a satisfactory demand for seasonal 
merchandise, and their sales have improved consider- 
ably the past week or two. A good volume of late orders 
is coming out for lawn mowers and garden tools and grass 
catchers have become an active item. A fair volume of 
business is being done in refrigerators. Many retailers 
put off their purchases so long that those buying refrig- 
erators now must purchase from jobbers’ stocks. There is 
a good spring demand for electric washing machines and 
electric irons. In the sport goods line fishing tackle and 
baseball goods are moving well and some activity is de- 
veloping in bicycles. 


’ 
































AUTOMOBILE TIRES AND ACCES- | list; carriage bolts, large and small Nails.—Less, than car, lots, $3.15 
‘ a) “a ; : ae eut threads, 45 and o per cent oO per Keg, AO. J Salvanized wire, dv.v0 
SORIES.—The spring demand for tires | list: stove bolts, 75 and 10 per cent per 100 Ib.; No. 9 annealed wire, $3.05 
has become quite active. There is talk | = off list; hot pressed nuts, $3.90 = per 190 th.; coment coated nails, an 
; oy ; sae — list: small rivets, 65 and 5 per cen per 100 Ilb.; polished fence staples, 
é higher tire prices because of the | off list. 3.70 per 100 Ib.; galvanized fence 
advance in crude rubber but no official | CQASTE ‘ONS.—These are i staples, $3.95 per 100 Ib.; miscel- 
: ‘ement of ; he : ~ | COASTER WAGONS. These “— laneous nails and wire brads, 70 and 
announcemen O any cnange has as | good seasonal demand. Stocks are | 10 per cent off list. 
gh ive) « , ‘eoace ; Ts . ‘se i. ° > i — 100 lb. Spot ls, alva- 
yet been made. Accessories are mov- | »mple and prices are firm. Garbed Wire.—: ogy 5 howe 
° better thi tow have | a ; : nized, $3.85; 80 rod spools, Lyman 4 
ing’ vette! an they have been. Prices | COOKERS.—Sales of fireless cookers point cattle wire, $3.35; same, hog 
We quote from jobbers’ stocks Cleveland j Tr _ C ‘ers as ans ° 

. . . Sy vel jobbers quote cookers as ‘ Tal x — 

fo.b. Cleveland; Millers Falls, No. follows: Conservo, standard size, $8 OIL STOVES AND OVENS.—There ver 
: “ekas ees Reliable —s, No. net. National preserving cooker, | a very good seasonal demand for oil 
» $2.33; No. 2, $3.33, in lots +} ‘ - 17 210) 5 : 
ee ee a 12 qt., $18; 17 qt., $20.50. stoves and a heavy demand for oil 
erf. spar plugs, %6c. each for all [oon » wan IpL r . * ‘ 
pion x — plugs, a — for The demand has subsided somewhat as | well 
CSS lan am c. each for over . . 
100; Champion regular, 53c. each for | much of the early buying has been | Jobbers quote f.o.b. Cleveland the 
less than 100, all sizes; 50c. each for done following prices subject to a discount 
over 100; Reliable jacks, No. 00, $1; : | of 30 and 5 per cent: 

No. 1, $1.25; Nos. 2 and 3, $1.75. Cleveland jobbers quote furnace ai. a — 

— . . pipe and elbows at 40 per cent off LIST PRICES 
AXES.—These are moving in rather list. | Nesco Oil Cook Stoves.—No. 211, 1 
; ne Gg A- ’ 919 » nere 
light volume as the bulk of the fall | FANS.—Jobbers have commenced to | si ae. adie “ee ey 
buying is over. Prices are unchanged. | push the sale of electric fans and re- | 214, 4 burners, $28; No. 215, 5 burn- 

‘ | 4 4 ‘rs $: 9 5 : « : 2 ig S ? 
Jobbers quote f.o.b. Cleveland: _port a very satisfactory volume of | ers, _ $39.50; No. 1102 high shelf only, 
First grade single bitted rustiess ’ $5.25; No. 1103, high sheif only, $6.50; 
black finished handled $20 2) per orders. No. 1104, high shelf only, $8; No. 
4 { » aE ag ’ CY ° . 5 ig ; If r $9.75 

doz.; unhandled, $15.20 per doz.; HANDLES.—Retailers are _ stocking “—— — gee i ad hhh ) 

bronze finished, handled, $19 per . . . aaa ee So oe 
doz.; unhandled, $14 per doz.: double /up with agricultural tool handles and Nesco Ovens.—No. 05, 1 burner, 

: 4s =e , , ; aes u | - . . 4 - » <> . Y < . > 

bitted, $5 per doz. additional for all ‘sales are brisk. Handles for me- nen psa yk — 010 ; “term 
vpes: 60c. increase ‘or Ze re . . . . ass ’ ——e ’ ’ 

iii: ahae an Ee ant aes oe chanics’ tools are moving in fair solid door, $4.15; No. 10, 1 burner, 

; “ » a § i F - 5 "i wll en meet AQ: y 9 s ‘ners 
vance for each 6 Ib. additional volume. Prices are firm. ' — mane eee 7 y eee 
weight increased. solic door, $5.15; NO, 20, 2 surners, 
wre 1c . ; : Jobbers quote f.o.b. Cleveland: glass door, $5.40; No, 030, 2 burners, 

BATTERIES.—Radio batteries are in Axe Handles.—No. 1 hickory, $4.25 solid door, $5.40; No. 30, 2 burners, 
oir “me , — ai per doz.; No. 2, $2.90 per doz.; finest glass door, $5.70. 
fair demand although sales are not as selected white hickory. 96 ber dot.: Nesco water heaters, list price $45. 
heavy as they have been recently. special white second growth hickory, Harvard oil cook stove, 2 burners, 
7 $5 Zz, regular, $11.50; 3 burner, 14.75; 
Jobbers quote f.o.b. Cleveland: + and Hammer Handles.— tee sen 915 76 . we $ ” . 

a ve Ha a for No. 7, 90ec. per doz.; finest growth Harvard Grand, 3 burner, $17.50; 

= packages and $1.40 for small hickory, $1.50. 4 burner, $21.50. 
No 6 ieniti Ltn Ahir silt te Hay Fork Handles. — Straight, Cabinet shelves for both’ types, 

a Faggot ype ary ce l mat- chucked and bored, NX tl, Pics $3.75 4 burner, £3.60; 2 burner, $4.25; 

. S, «JC, eacn. per doz.; 5 ft., $4.50 per doz.; bent, f burner, $5.15. Harvard oil ranges, 
BINDER TWINE.—There is a_ good We ‘“ oF gy age ALS ng ong $46. 

—_ . . . Z.; A, bHent, » {t., 92.9 ver doz.: > Tas by ainte 
volume of activity in binder twine as 5 ft. $3.20 per doz. | PAINTS AND OILS.—Sales of paints 
retailers generally waited for the an- one Fork Handies.- Rent, Ee have improved although retailers still 

. é op Paes ver doz., 4% - 20 per ¢ . . “ke sehac 
placing orders. The market is firm at | 1% ft. $2.90 per doz. gry for the spring demand. Price fluctu- 
. | arden Hoe Handles.—-X\X, , ft., ati . : _ tam 
the advanced prices. $3.30 per doz.: No. 1, 4% ft., $1.00 per ations on turpentine and linseed oil are 
: ‘ slight. 
Jobbers quote f.o.b. Cleveland: doz. lice ll ie 
First quality binder twine, $6.98% ogtr oor — gas wag ge Jobbers quote f.o.b. Cleveland: 

per 50 Ib. bale; second quality, $6.61% Ged ‘iaeion. The eal go vowed Mixed paints, regular shades, best 

per bale. fhe mill price f.o.b. Xenia, XX. 4% ft.. $5.90 ans ae 4 Xx ret ft grade, $3.10 per gal. for 1 gal. cans. 

Ohio, is the same as the Cleveland oe oe a gate * ox * lle “$5 en” ws Outside white, $3.30 per gal., in 1 gal. 

jobbers’ price. For shipments out- = poe ae Se pee cans. 

side of Ohio jobbers quote first qual- “ - . - Turpentine in bbls., $1.07; less than 

ity twine at $6.874% Auburn, N. Y., ge Handles.—X grade, $5.40 bbls., $1.22 per gal. 

and Chicago. per aos. Linseed oil in bbls., $1.14; less than 


BOLTS AND NUTS.—tThese are mov- 
ing in good volume and prices are 
being well maintained. Manufactur- 
ers’ prices are firm. 


f.o.b. Cleveland: 

bolts, cut threads, 
off list; small 
per cent off 


Jobbers quote 
Large machine 
50 and 10 per cent 


rolled threads, 60 and 5 








NAILS AND WIRE.—Prices are hold- 
ing at the 
there is not a heavy buying, the de- 
mand is steady and sales to Cleveland 
retailers are larger than they were at 
this time last year. 


recent reduction. 


Jobbers as follows from 


stock: 


quote 


While 


bbl., $1.29. Boiled, 3c. extra per gal. 
White lead, in 100-lb. kegs, 15%c. per 
Ib.; in 50 and 25-lb. kegs, 16c. per Ib.; 


in 12% Ib. kegs, 16%c. per iIb.; 
in 500-lb. lots, 10 per cent discount; 


other prices are net. 
POULTRY SUPPLIES.—These are 
still in fair demand although sales are 





not quite as heavy as they have been. 
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Cleveland jobbers quote as follows: 
. Feed troughs, No. 12, $1.35 per 
doz.; No. 18, $1.80 per doz.; No. 24, 
$2.50 per doz.; drinking fountains, 
Star type, 80c. per doz.; round Mason 


jar fountains, 75c. per doz.; Moe 
type, bottom filled, 1 qt., $2 per 
doz.; 2 qt., $2.50 per doz.; 4 qt., $3 
per doz. 


ROLLER SKATES.—While the heavy 
seasonal demand has subsided, sales 
are still satisfactory. 


Jobbers quote f.o.b. Cleveland: 
Union ball bearing, extension roller 
skates, Nos. 4 and 5, $1.45; No. 6, 
a3 No. 3, children’s sidewalk 
skates, 7c. 


STEEL ROOFING.—Prices have eased 
off slightly owing to the weakness of 


the sheet market. The demand is fair. 


Cleveland jobbers quote 29 gage, 
21%-in. corrugated roofing at $4.14 


per square. 


STEEL SHEETS.—Weakness has de- 
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veloped in the galvanized sheet market 
but jobbers are holding to recent quo- 
tations. 

Cleveland jobbers quote 
galvanized sheets, $5.35. 
STEEL FENCE POSTS.—These 
tinue to move in fair volume. 

Cleveland jobbers quote steel 
posts as follows per hundred in lots 
of 500 or less: 6 ft., $29.84; 61% ft., 
$32.15; 7 ft., $34.33; 73 t $36.74. 
In lots of 500 to 1000 
le. per post less. 

SHOVELS.—Sales of shovels continue 
good. Prices are firm. 

Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bundles, 
$11 per doz. 


STOVE ACCESSORIES.—Early buy- 
ing of stove pipe is about over and the 
volume of sales has been about the 


No. 28 
con- 


fence 


4 ft., 
the price is 
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same as last year. Coal hods are in 
fair demand but stove boards are quiet. 
Prices are firm. 


Jobbers quote f.o.b. factory: 

Stove pipe in crates of 25 joints, 
Security blued, 28 gage, 3 in., $3; 
4 in., $3.16; 5 in., $3.37; 6 in., $3.60; 
7 in., $4.20. 


Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.02; 4 in., $1.14; 5 i 
~ ° $ 


$1.26: 6 in., $1.38; 7 in., $1.88, all pet 
doz. 

Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 


closed with funnels, $6.50 per doz. 
Stove boards in full box lots, paper 


lined, square, 26 in., $7.35 per doz.; 
28 in., $8.30; 30 in., $9.70; 382) in., 
$11.45: same, wood lined, 24. in.; 
$11.20 per doz.; 26 in., $13.25; 2S in., 
$15.50; 30 in., $18 and 33 in., $21.30; 
oblong, wood lined, 18 x 24 in., $9.95 
per doz.: 18 x 30 in., $12.50; 20 x 30 
in., $15.10; 24 x 36 in., $16.65; oblong, 
paper lined, 18 x 24 in., $6.45; 18 x 
30 in., $8: 20 x 30 in., $9.45; 24 x 36 


in., $10.10, 








Oil Burning Heater for 
Homes and Public 
Buildings 


An attractive oil burning heating 
unit for the home, called the “Olco,” 
is now being marketed by the Oliver 
Oil Burner Corporation, St. Louis, Mo. 

Oil as a fuel which has the virtues 


} No. 219 


be came eee 


No. 217 


of cleanliness and convenience in han- 
dling and storing, is used as fuel. 

The heater is simple, practical and 
efficient, embodying sound basic prin- 
ciples of oil burning for domestic use 
which are said to be the result of 14 
years of scientific development. Econ- 
omy is claimed as the combustion 
chambers in the various sizes of heat- 
ers have been accurately determined 





so there can be no waste—only oil is 
burned that can be turned into heat— 
any excess of oil is directed into a 
safety automatic shut-off valve. 

To light simply turn the valve and 
strike the match—instantly the heat 
responds. 

Built in three sizes Nos. 215, 217 and 
219 with fire pots varying in size ac- 
cording to size of room to be heated. 
They are ornamented with nickel 





No, 215 


dome, upper ring, foot rails, base and 


legs. There is also a commercial 
heater No. 22 for stoves, churches, 


schools and shops. Shipping weights 
are 160 lb., 180 lb., 200 lb. and 260 Ib. 
respectively. 

Every heater comes complete with 
10-gal. fuel tank, a tank valve and 15 
ft. of double annealed copper tubing 
and a wrench. 





er 


Electrical Necessities Corp. 
Formed to Make House- 
hold Utilities 


The Electrical Necessities Corp., De- 
troit, Mich., has been organized to man- 
ufacture and distribute electrical house- 
hold utilities. The company is the out- 
growth of the Gem Mfg. Co., Ine. 
Officers are: J. L. Webber, president; 
J. B. Webber, vice-president, and Frank 
M. Eldredge, secretary and treasurer. 


Mohawk Radio Catalog 


The Mohawk Electric Corp., Chicago, 
Ill., radio manufacturers, has just re- 
leased a 16-page illustrated catalog on 
Mohawk radio sets and accessories. 


Tourist Camp Barbecue 
Equipment 


The idea of roasting meat before an 
open fire has gained such favor within 
the past few years that the Buckeye 
Prima Company has brought out a 
portable barbecue unit with adjustable 
pedestal for the use of tourist camps. 

It is designed with a special Gen- 
eral Electric motor, which will develop 
through its gear ratio when up to speed 
a full % hp., which is said to be 
ample to pull any amount of meat that 
the user may choose to put in front of 
his grate. 

The motor is also equipped with a 
rheostat so that the speed may be 
regulated to turn the meat before the 


hearth at from 1 r.p.m. to 40 r.p.m., 
according to a heavy or light firing re- 
quiring faster or slower turning of 
the meat. 

The driving mechanism is engineered 
for many requirements, such as mo- 
torized wringer, meat grinder; in fact, 
has proved a diligent worker. 

The gearing mechanism is said to be 
designed of a special grade of steel 


= 
si 


‘ 
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so there 


bath 
is little possibility of wearing and the 
reversible switch controlling the motor, 
to be built into the gear housing so 


and to run in a grease 


constructed that it cannot easily get 
out of order. 

The entire unit weighs only 75 Ibs., 
and being mounted on a convenient 
pedestal, can be picked up and carried 
into storage or into a place of safe 
keeping for over night. 

They are guaranteed, as they have 
been under practical field test for the 
past year. 
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Northwest Spring Sales Slow in Developing 
—Look for Improvement Soon 


(Minneapolis office of HARDWARE AGE) 
‘MPRING work is starting more slowly than had been 
Warm weather has been slow in coming, 
and little rain has fallen, which retards work in many 
This is essentially an agricultural country, with a 
limited amount of manufacturing, and thus all business is 


expected. 
lines. 


gaged by the agricultural conditions. 


endeavor there is evident an impatience with the tardy 
start of business, and a fervent hope that the next week 


will bring more rapid developments. 
In the larger cities and in many of the 


are fair, with ample 
Prices are unchanged. 
jobbers’ 
Single 


AXES.—Sales 
stocks on hand. 
We 
f.o.b. 


stocks, 
axes, 


quote from 


Twin Cities: bit 





double bit 


and 


$19.50. 


weights, $14.50, 
base weights, 


base 
axes, 


BATTERIES.—Interest in radio seems 
to be holding up very well, and there 
is a good call for batteries. Stocks are 
well filled, and prices steady. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 ignition 
type dry cells, case lots, 29c. each; 
Radio “B" batteries, unit package 











quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each; 
No. 772, $2.44 each; No. 770, $3.09 
each; ‘“C’’ batteries, No. 771, 39c. 
each. 

BOLTS.—Sales are improving slightly, 





with good stocks from which to draw. 
Prices are unchanged. 











We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 

BRADS.—Demand is some better, but 
the heavy consumption has not yet 
started. Prices are unchanged. 

We quote from jobbers’ stocks, 
fo.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent from stand- 
ard lists. 


CHURNS.—Dealers are finding some 
increase in the demand for churns, with 
stocks well filled. There is no change 
in prices. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Barrel type churns 

at 30-10 per cent from list. 
COPPER RIVETS AND BURRS.— 
Sales are some better, with the garages 
taking larger quantities than in the | 
Prices are steady and | 


past months. 
unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs at 4@-10 per cent from lists. 





EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Stocks are ready for 
the heavy sales which are expected to | 
develop in the near future. Prices are | 
steady as quoted. | 
Ww: 


stocks, 
lap 
oJ Ga., at 


quote from jobbers’ 
f.o.b. Twin Cities: Eaves trough, 
joint single bead, 5 in., 
$5.25 per 100 ft.; 3 in., 28 ga., conduc- 
tor pipe, $5 per 100 ft.: 3 in. conduc- 
tor elbows, $1.73 per doz.. Tie’ 


FIELD FENCE.—Dealers are finding 
some increase in the call for field fence, | 
with stocks in shape for the demand. 

Prices show no changes. 








have 


In every line of this work. 


towns the matter 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Grade L 26 in. 
hog fence at $30.38 per 100 rods. 

FILES.—Sales are normal, with bet- 


ter call from shops and garages. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files at 50 per cent: second grade of 
files, 60-10 per cent from standard 
lists. 


FREEZERS.—Sales are still light, with 
stocks filled for the coming call. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
ice cream freezers, 4 qt., $4.13 and 


8 qt., $6.75 each. 
GALVANIZED WARE.—Sales are im- 
proved to some degree, especially for 


pails and galvanized baskets. Prices 
show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard galva- 


nized pails, 10 qt., $2.55; 12 qt., $2.90; 
14 qt., $3.20; stock pails, 16 qt., $4.50; 


me 


18 qt., $5.20; standard tubs, No. Il, 
$6.85: No. 2, 7.45; No. 3, $8.95; 
heavy tubs, No. 1, $12; No. 2, $13.25; 


No. 3, $14.50 per doz. 


GLASS AND PUTTY.—Call is not 
heavy as yet in a retail way. Shops 
and sash and door factories are taking 
a fair quantity of material for orders. 
Prices show no changes. 


We jobbers’ stocks, 


f.o.b. Twin Cities: Minnesota prices, 
single strength, S83 per cent, and 
double strength, 85 per cent. Strict- 
ly pure putty. 50 Ib. steel drums, is 
quoted at $4.85 cwt., and 25 lb. steel 
drums, $5 cwt., net. 
HAMMERS AND HATCHETS.—Car- 
penters are showing some interest In 
tools, with stocks well filled in expecta- 
tion of a good demand as soon as 
building is well under way. Prices are 


steady as quoted. 


quote from 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mayvdole hammers, 
No. 11%, $12.50: Plumb, No. HFS81, 
$10.50: Riverside, No. 611°4, $10.50; 
Plumb broad hatchets, No. 2, $12.45; 


shingling. No. 2, $11.20: claw, No. 2, 


$12.50 per doz. 
HOSE.—The home owner is buying 





hose to the end of saving his lawn from 
the early dryness. Rain has not been 
plentiful, and dealers are benefitting 
thereby. Stocks are well filled, and 
prices are unchanged. 


We from jobbers’ stocks, 
Competition %- 
Good Luck hose, 
Bull Dog, % in., 
in., 6 ply, 10%4c. 


quote 
fo.b. Twin Cities: 
in. hose at S1t.c.: 
52 in., 6 ply. 10%c.; 
7 ply, 13c.: Tiger, % 


per foot. 


Reading matter continued on page 50 





























of cleaning away the accumulations of winter have been 
given special attention, with the result that some business 
has been created in this way. Dealers in tools and paints 
felt the effect to some extent of this effort. 
Minneapolis a clean-up parade of the equipment of the 
city was staged, with the idea of stimulating interest in 


In 


As stated, there is evident everywhere the eagerness to 
be at the year’s work, and yet an unaccountable holding 
back in some lines, such as building. 
is progressing better than on the larger projects. 


Small home building 


LAWN MOWERS.—It is rather early 
to expect sales of lawn mowers, but 
the dealers have them on display and 
the early buyer is showing interest 
in the line. Stocks are well filled, and 
prices steady. 
We 
f.o.b. 


jobbers’ stocks, 


quote from 
Philadelphia style 


Twin Cities: 


Kk, 40-5 per cent; style A and C, 
35-5 per cent; style K, 35 per cent 
from lists. 


MILK CANS.—Sales are fair, with no 
change in prices. 
We quote from 


jobbers’ stocks, 


f.o.b. Twin Cities: Railroad 5 gal. 
milk cans, $2.60 each; 8 gal., $3.10 


each; 10 gal., $3.20 each. 
NAILS.—Some increase in demand is 
noted, with stocks well rounded out. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.45 per keg, base, and 
cement coated wire nails at $2.85 


per keg, base. 
PAINTS AND WHITE LEAD.—This 
line is selling as well as anything in the 
hardware stock. Painting is progress- 
ing at a fair rate, with stocks well 
prepared to meet the call. Prices are 
steady and firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $3.10 per gallon; second 
grade house paints at $2.25 per gal- 
lon and white lead in 100 Ib. con- 
tainers at $14.74 cwt. net. 

PAPER.—Building paper is selling a 
little better, with full stocks on hand. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 lb. weights 
at $3.25 cwt. 

PLANTERS.—In the rural districts the 
demand for planters is being noted 
Sales have improved and prices are 


holding firm and strong. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme potato 
planters at $9.75 and Acme _ corn 


planters at $9.75 doz. 
POULTRY NETTING.—tThere is good 
demand for netting in many localities, 
with full stocks on hand. Prices show 
no changes. 
We 
f.o.b. 


poultry 
lists. 


PYREX OVENWARE. — Sales 
steady and prices unchanged. 


stocks, 
mesh 
from 


jobbers’ 
Hexagon 
per cent 


from 
(Cities: 
at 50 


quote 
Twin 
netting 


are 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
$1.33: No. 197, $1.17; No. 203 pie 
plates, 50c.; No. 210, 67c.; No. 212 
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o's Scre 





The spring demand for wire cloth that 
is permanent and rust-resisting has 
been unusually large. The home-owner 
has become disgusted with the neces- 
sity of painting and repairing screens 
every year. He realizes that a strong, 
durable bronze screen cloth will last 
practically the life of the building. 
That is just the reason why leading 
dealers everywhere specify “Golden 
Rod” Bronze Wire Cloth. 


In 






Oats Why Leading | ‘Dealers 


_ Everywhere Specify 
“GOLDEN ROD’ BRONZE 


“Golden Rod” is 90% copper, with an 
alloy added, which gives it greater 
strength and durability than soft cop- 
per wire cloth. Its-rich gold color 
rapidly turns a dark antique finish 
when exposed to the weather. 

We also manufacture “Apex Electro- 
plated Galvanized” and “Vulcan 
Black Painted” wire screen cloth. 


Ask Your Jobber for Catalog 
and Prices or Write Us. 


JOHN M. HART COMPANY 


Old Colony Building, Chicago, Illinois Manager of Sales, 


HANOVER WIRE CLOTH CO. 


Hanover, Pa. 


Manufacturers 
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bread pans, 60c.; No. 231 utility pans, 

67c.; No. 12 tea pots, $1.67; No. 24, 

$2, and No. 36, $2.33 each, net. 
REGISTERS. — Furnace dealers are 
urging the necessary attention to the 
heating plants already installed and 
are selling a fair number of new out- 
fits. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast or wrought 
steel registers at 40 per cent from 
standard lists. 

ROPE.—Prices on rope are still steady, 
with sales on an even basis. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade Manila 
rope at 28l%c. per Ib., base, and 
best grade sisal rope at 19%4c. per 
Ib., base. 


SAN DPAPER.—Demand shows a slight 
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f.o.b. Twin Cities: Common screen 

doors 2-S x 6-8, $1.82 each; fancy 

screen doors, 2-S x 6-8, $2.16 each. 

Sherwood adjustable 24 in. window 

screens, $7.40 doz., and Wabash ex- 

tension 24 in. screens, $6 doz. 
SCREWS.—Screw stocks are well filled 
and sales are on a fair basis. Prices 
are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80 per cent; round head 
blued at 75-5 per cent; flat head 
brass at 70-10-5 per cent; and round 
head brass at 70-5 per cent. 

STEEL SHEETS.—Stocks are ready 
for the building demand, with prices 
holding steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.75, base (28-gage), and galva- 
nized steel sheets at $5.85 cwt., base. 


extent. 


retailers lately. 
the demand. 
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f.o.b. Twin Cities: Painted barbed 
hog wire at $3.39 per 80-rod spool; 
painted barbed cattle wire at $3.17 
per 80-rod spool; galvanized barbed 
hog wire at $3.60 per 80-rod spool; 
galvanized barbed cattle wire at $3.37 
per &s0-rod_ spool; annealed black 
smooth wire at $3.45 base, and an- 
nealed galvanized smooth wire at 
$3.80 cwt., base. 


WIRE CLOTH.—Sales of wire cloth 
have shown a good increase with the 
Stocks are ready for 


Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth at $2 per 100 sq. ft., and 


Contractors are beginning to 
purchase for building operations. Prices 
are unchanged. 

We quote from jobbers’ stocks, 


improvement, with stocks well filled. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 
sandpaper at $6.65 per ream, second 
grade No. 1 at $6 per ream, and 
garnet paper No. 1, $16.50 ream, net. 






















changed. 


—Sales are still light, with building $14.60 box, net. 


just getting under way. Prices are 





starting. Prices have not changed. 
We quote from jobbers’ stocks, 


TIN PLATE.—Demand is 
with stocks well filled. Prices are un- 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 
2 20 x 28 tin at $14.25 box, and IC, 20 
SASH CORD AND SASH WEIGHTS. x 28, 8 Ib. coating 


WHEELBARROWS.—Dealers are find- 


unchanged. ing that spring cleaning is making Coes’ wrenches, 40-10 per cent; en- 
We quote from jobbers’ stocks, some increase in the sales of garden new iste; knife’ ceohien. seaneioes, 
f.o.b. Twin Cities: Silver Lake sash barrows. Contractors are buying to 40-10 per cent; Stillson and Trimo 
os og ee ee ee eg 
iron sash weights at $2.35 cwt., net. quoted. 101,_ $15.25; No. 202, $8.80; No. 404, 
SCREEN DOORS AND WINDOWS.—| we quote from jobbers’ stocks, cent: No. 50. Radio and Electrical 
There is some interest in sight in this — a ae . e 306 G0 Set, $4; No. 101 Master Service Set, 
line of merchandise. Deaiers have doz.; No. 1 garden at $6.25 each and = ggg ge Fen es ee ee ee 
their stocks on display, and sales are No. 2 tubular at $7.33 each, net. $14.85; No. 404 Flexible Socket Set, 
WIRE.—Dealers outside the larger $8.74; No. 505B Screwdriver Blades, 


cities are selling fence wire to some 


galvanized wire cloth at $2.50 per 

100 sq. ft., base. 
WRENCHES.—Shops and garages are 
beginning to purchase to some extent, 
although sales are still rather slow. 
Prices show no change. 


We quote from jobbers’ stoeks, 
f.o.b. Twin Cities: 
Agricultural wrenches, 65 per cent; 


nominal, 


roofing tin at 


$3.40; No. 900 Set, square socket, 
$3.70 less 40 per cent. 






















(Pittsburgh office of HARDWARE AGE) 


r YHERE is a fairly good movement from jobbers’ 
stocks of seasonal lines in this district. There has 
been some slowing down of the operations of the iron 

and steel industry, which in the final analysis is the back- 

bone of Pittsburgh’s business. Union coal mines are going 
down daily, because the operators have very little busi- 
ness on their books to keep them going and in open mar- 
ket competition they are at a disadvantage with the oper- 
ators of non-union mines, who are paying a scale that 
generally is about 3314 per cent below that of the union 
mines. The Pittsburgh Coal Co., the largest producing 

company in the district, having recently abandoned 16 

of its 52 mines in the Pittsburgh district, leaving it with 

36 working operations, has announced the complete shut- 

down of six mines and now has only 12 in production and 

few of these at anywhere nearly full time. It is pre- 
dicted that within 30 days every union mine in western 

Pennsylvania and southern Ohio will be idle, this because 

the wide difference in wage scales between union and 

non-union mines, which practically gives the market over 
to the latter. 

The steel industry in this and nearby districts, which 
recently was operating close to 90 per cent of capacity, 
is now down to about 70 per cent. The same district, 
which contains 136 blast furnaces and at the beginning 


Jobbers’ Stocks Fairly Active in Pittsburgh 


—CConsistent Demand for Seasonal Lines 


Reading matter continued on page 52 


of March had 105 of them in production, now has only 
85 active. It is not that the manufacturers have wanted 
to curtail, because the higher the rate of production, the 
lower the cost, but the orders simply are not there and 
there has been no recourse but to cut production to the 
basis of demand. Buyers bought freely of all materials 
last November, when the result of the presidential elec- 
tion was fresh in everyone’s mind and everyone was 
talking so optimistically about the 1925 prospects. The 
subsequent realization that fundamental conditions had 
not been materially changed by the election has had a 
very sobering effect and with full appreciation of the 
fact that the country contains ample capacity to meet 
all the country’s requirements and that the railroads 
are wonderfully equipped to give service, the tendency 
has been sharply away from any inclination to buy more 
than there is a need for. “Prices moved up in response 
to the heavy bookings of late last year, but they failed 
to hold and now they are back substantially to where 
they started and in some products, notably sheets, the 
present prices are even lower than those at the time the 
big buying started. 

These developments throw an all-embracing shadow 
over not only the hardware business, but business in 
general. It is not surprising, therefore, that the hard- 
ware trade is not what it should be and that the report 
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“‘Quality leaves 
its imprint” 








METTLE not METAL 


The Real Gold of a Trademark 






































R-W Symbolizes Quality and Service ; 
a A Richards-Wilcox trademark fashioned of gold would, 
Vanishing Door Hangers if appraised by a goldsmith, be worth only the market 
Barn Door Hardware price of the metal. As a symbol of R-W service and 
I quality an R-W trademark has a value to the user of 
atin tiene Restate R-W products not restricted to dollars and cents. 
ee ee | _ For 45 years the Richards-Wilcox trademark has rep- 
OveR -Way resented the highest quality of workmanship, the finest 
Conveying Equipment materials, and the most economical and satisfactory 
Automatic Fire Doors method of handling doors. 
and Fire Door Hardware 
ot This trademark stands for the solution of every doorway 
i aiaiealh itiltiaiaaoes problem—house, elevator, barn, industrial, fire and garage. 
ai iittala Every door equipped with R-W hangers slides right. 
Joined to good products is good service—alert, practical, 
Mual ‘Training mb mcg helpful. There’s an R-W branch near you—or write our 
Resid Action Engineering Department for all the co-operation you need 
| Woodworking Vises to make doorways serve as doorways will when properly 
| equipped. This service—symbolized by the trademark 
oo —1is without cost or obligation. 


Richards-Wilcox Mf 


“A Hanger for any Door that Slides. 


(0. 
AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis Kansas City Los Angeles SanFrancisco Omaha _ Seattle Detroit 
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about collections should still be reported as only fair. 
The idea that the year as a whole will turn out to be 
a good average one is not abating, but 


AUTOMOBILE ACCESSORIES.—2Job- 
bing and retail business is very quiet 
and dealers are wondering what the 
matter is. A drive is on to get spark 
plug, motor meter and timer business. 
Special prices are being made on the 
last two items, but new prices on spark 
plugs show an advance. Present anti- 
skid tire chains have been reaffirmed. 
In lots of 1 to 9 sets, the discount 1s 
30 per cent off list, in lots of 10 to 49, 
35 per cent and in lots of 50 or more 
4) per cent; last year there was not 
very close observance of these resale 
discounts and in an effort to bring 
about a change in this respect, a plan 
has been set up whereby certificates 
will be issued on the initial order, 
which will entitle the buyers to the 


same discount on repeat or fill-in 
orders. 


Prices from jobbers’ stock, f.o.b. 
Pittsburel? follow: 

Piugs.—A. C. 
Feit 10” §5c. each; lots of 10 to 
19 DRe.: 50 to 99, 55c.; lots of 
hon to 200, 57e.; lots of 300 or more, 
iTe.: A. C. plugs, No. 1075, for Ford 
ears. lots of less than 10, 49c.; lots 
of 10 to 49, 44e¢.: lots of 50 to 99, 
i2c.: lots of 100 to 200, 39c.; lots of 
300 or more, 37c. 

Motor Meters. — Standard makes, 
lots of less than 10, 25 per cent off 
list: lots of 10 to 19, 30 per cent off 
list: lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single 
per cent off list; $60 list 
4 per cent off list; $90 
over, 40 and 5 off list. 

Windshield Cleaners. — Trico 
versal automatic cleaners, 
each. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony 

Bumpers.— Weed, 


each, 


plugs, lots of 


lots, 3314 
and over, 
list and 


uni- 
¢ > band 


wpe =o 


$2.20 each. 
2004, $15.60 


line, 
No. 
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it is realized that 


BOLTS, NUTS AND RIVETS.—There 
is no change in the general situation. 
There is no great activity and, seeing 
that steel prices have receded from 
their recent high levels, the chances of 
higher prices for bolts, nuts and rivets 
are lessened. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
00 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; 
carriage bolts, small rolled threads, 
o0 per cent off list; all sizes cut 
threads, 45 per cent off list: stove 
bolts, 75 per cent off list; tire bolts, 
40 and 10 per cent off list; nuts, hot 





pressed blank or tapped, 3.25c. off 
list; c.p.c. and t. blank or tapped, 
5.30C, Off list: rivets, small wagon 


and tinners’, 60 per cent off list. 
PAINTING MATERIALS.—Lead is 
weak and while the quotation here still 
is 15%c., it is admitted that this price 
is being shaded materially Turpentine 
is down 2c. per gal., but oil is un- 
changed. Paint business is much better 


than it has been. 

Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.: lower grades, $2.50; 
white lead, 15%c. per lb. in 100 Ib. 
lots; 10 per cent less in lots of 500 


lb. or more and an extra 5 per cent 
less in lots of a ton or more: tur- 
pentine, $1.07 per gal. in barrel lots: 
— oil, $1.19 per gal. in barrel 
ots. 


ROPE.—New prices for the next 60- 
day period are due soon and the com- 
mon expectation is that there will be 
no change in present prices. 

SASH CORD.—One large New En- 
gland maker has announced a reduction 
of 2c. per lb. 

WINDOW GLASS.— Plate glass is 
doing well, but window glass is as slow 


























as ever and prices are weak. 
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it is not going to be a year of easy profits, but rather 
that it will be a highly competitive business year and 
that the profits will be with those who know their cost. 


Jobbers quote: Single strength A 
and 8, 84 per cent off list: double 
Strength, A, 86 per cent off list; B, 
87 per cent off list. 


SHEET METAL.—The trend of prices 
is down, in keeping with conditions in 
the primary markets. 





We quote sheet copper at 21\c. 
per Ib. from jobbers’ stocks and 
224%c. per ib. on direct mail ship- 

sheet zine, 12c. per Ib. in 


ments; 
loose sheets; lle. in 100 lb. casks: 


10%c. in 300 lb. casks and 10%c. in 
600 lb. casks. 

SHEET STEEL.—Demands upon the 
jobbers here are good despite the weak- 
ness of the primary market. Possibly 
the latter factor is helpful rather than 
hurtful to jobbers, since weakness in 
mill prices often leads a buyer who 
ordinarily buys in carloads direct from 
the mills to seek the jobber for smaller 
lots to meet demands without adding to 
stocks. There has been no change in 
jobbers’ prices but, with mill prices 
down, an adjustment is probable 
shortly. 

Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.60 
base per 100 lb.; corrugated No. 28 
gage, 2'%-in., $4.75 per square; one 
pass cold rolled black, No. 28 gage, 
$4.50 base per 100 Ib., all for lots of 
one to nine bundles. 

WIRE PRODUCTS.—There is _ fair 
movement in fence and hog and cattle 
wire, but not much activity in nails. 
Mill prices on these prices have gen- 


erally receded to the levels of last 


November, and retailers probably are 


encouraged to buy sparingly in the be- 
lief that they have nothing to lose so 
far as prices are concerned and may 
gain by waiting. 





Profits and Prestige from ‘‘Dollar Days’’ 


hibited and the proposition of getting customers 
in their place of business has become a problem. 
“We have made arrangement with a parking 
station just a block from our store on the follow- 
ing basis, our customers take their cars to this 
station before coming to the store and with each 


C. Brandes, Inc., Moves to 
Newark, N. J. 


C. Brandes, Inc., manufacturers of 
radio ear phones and loud speakers, 
announces the removal of their New 


Paint and Varnish Division, E. I. du 


(Continued from page 33) 





Du Pont News Notes 
S. B. Woodbridge, director of Sales, 


purchase they make and upon request, we give 
them a parking ticket. 
charges ten cents for each ticket that is issued. 
We have only beer doing this a short time, but 
the comments thus far have been very favorable.” 


The parking station 


Catalogs Received 


The Shakespeare Co., Kalamazoo, 


Mich., manufacturers of fishing tackle, 


York factory to 200 Mt. Pleasant Ave- 
nue, Newark, N. J. Executive offices 
will be located at this address also. 
For the present the office of Vice- 
President M. C. Rypinski and the sales 
and advertising departments will be 


located at 237 Lafayette Street, New 
York City. 

The company recently announced a 
new improved table talker which has 
a goose neck horn, and an adjustment 
lever conveniently located at the back 
of the base. 














Pont de Nemours & Co., Inc., spent 
last week at the Chicago Varnish 
Works, the Western branch of the du 
Pont Paint and Varnish Division. 


H. A. Brown has been appointed As- 
sistant Field Sales Manager of the 


have recently issued catalog No. 25 
which covers the company’s complete 
line of lures, rods and reels. 





Western division of the Paint and Var- | 


nish Division of E. I. du Pont de Ne- 
mours & Co., Inc., in Chicago. 


Mr. | 


| 
| 
| 


Brown was formerly associated with | 


the Chicago Varnish Works, and more 
recently Assistant Sales Manager in 
the Philadelphia District of the Du 
Pont Paint and Varnish Division. 














The Crescent Washing Machine Co., 


New Rochelle, N. Y., manufacturers of 
the 
issued a new catalog describing and 
illustrating this product. 
several models available, and each has 
a specific purpose which is fully ex- 
plained in the booklet. 


Crescent washing machine, have 


There are 
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Disston Try Square No. 1! 


An accurate, dependable tool 
that merits the Disston name. 

Toughened blade of Disston- 
made Steel will not buckle. Al- 
ways lies flat on the work. Rose- 
wood handle is fastened to blade 
with four steel rivets. Heavy 
brass face plate is firmly at- 
tached to the stock. 


A ‘Try Square 
that Suits the Carpenter 


For it’s made by the maker of his saw 











Disston Adjustable 
Plumb and Level 


The Disston No. 16 is a 
popular model with car- 


penters. Has Disston ad- * 


justment — positive and 
simple. Operated by 
screws working in wood. 
No springs to get out of 
order. Disston quality 
throughout. 





Visston No, 3 Bevel 


Has patented Disston 
Lock. Easy toset. It can- 
not slip. A quarter turn 
of the thumbscrew locks 
it. Nickel-plated iron 
stock; toughened blade of 
LDisston-made Steel. 
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“The Saw Most 
Carpenters Use’’ 


Hand a Disston Try 
Square to a carpenter and 
watch his instant recogni- 
tion of the name. 


You can tell him that the 
blade is made from Disston 
Steel, toughened with Diss- 
ton skill; that the stock is 
of rosewood, fastened per- 
manently with four steel 
rivets. 


You can point to the 
heavy brass face plate firm- 
ly attached to the stock that 
insures a true surface al- 
ways. 


You can tell him that 
the square is true;—a stur- 
dy tool that will stay ac- 
curate with rough usage. 


But the name on the tool 
is enough for him. The 


Disston name on a saw or 
tool is the mark of highest 
quality. 


The Disston Saw for 
eighty-five years has been 


‘*The Saw Most Carpenters 
Use.”’ 


Disston tool-makers know 
that any tool to bear the 
Disston name must be as 
good as the Disston Saw. 





Make Disston good-will 
work for you. 


You can sell more Disston 
try squares, plumbs and lev- 
els, gauges, mitre squares 
and bevels. 


You have less overhead, 
lower selling costs, a quick 
turnover and increased prof- 
its with the Disston line. 


HENRY DISSTON & SONS, Inc. 


Makers of ““The Saw Most Carpenters Use’”’ 
Philadelphia, U.S. A. 


DISSTON 


SAWS TOOLS FILES KNIVES STEEL 
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Improving Demand in Chicago Market— 
Seasonable Lines Particularly Active 












































(Chicago office of HARDWARE AGE) ent crop estimates are decidedly optimistic. 
HILE there has been nothing spectacular about Prices are holding firm although there were slight re- 
the increase of business in the Chicago market ductions in solder and copper rivets this week. At the 
during the past two or three weeks, there has been same time linseed oil and turpentine, after dropping 
a very noticeable improvement. Seasonable merchandise rather regularly for the past several weeks, recoverd 
is in heavy demand and the volume of orders for future somewhat with a small advance. 
delivery is good, considering that there is generally little Steel production in this district is falling off to some 
tendency on the part of retailers to buy heavily in antici- extent, the mills now running at about 90 per cent ca- 
pation of future requirements. pacity. It is reported that the shpiments from the mills is 
The spring has been a little dry so far but it has been exceeding the new orders and there is some disposition on 
ideal weather for the actual accomplishment of farm work the part of large buyers to hold off in expectation of lower 
and with the general rainfalls of the past few days, pres- prices. 
AUTOMOBILE ACCESSORIES. steel bevel inside sets, case lots, No. 766, $1.40 each; No. 767, $2.62 
There have bee ices changes $6.75 per doz.; steel bit-keyed front each. 
cre nave Deen NO PFiCes CHANES- door sets, $1.75 per set; wrought Battery Chargers.—Apco line, in 
The demand is showing a good, season- “yy go gin se mend he lots of less than 10, $13.50 each, net. 
ahie imermmease an anime , - ar. o.c9 per set, Cylinder iron oor Tubes.—Cunningham and R. C. A. 
able increase as warmer weather ar sets, $7.50 per set. <a” Wasa Ge eae dee, 
lves. ‘ t ‘ . .—Wester Clectric 
? iia . CHAIN.—Sales are good. Prices some- No IW tee’ tt. Daou 
mB — ee | eee what unsettled. per cent. 

Spark Plugs.—Splitdorf, 0c. each, We quote from jobbers’ stocks, FIELD FENCE.—Sales are showing a 
regular, 58c. each; Champion X, foc. f.o.b. Chicago: 3-in. proof coil . . “o 
each; Champion Blue Box line, 538c. chain, $8.50 per 100 Ib.; Tenso, Bull slightly increased volume. There is no 
each; A. C. Titan, ode. each; lots of Dog and Brown coil chains, 50-10 change in prices. 

100, voc. A. oA Special Ford, 4 ie, per cent discount P No. 00-41%, elec- . , : : 
each. tric welded cow ties, $2.75 per doz. We quote from jobbers’ stocks, 

Spot Lights.—Anderson, No. 32580, f.o.b. Chicago: 726-6-12%, $30.38 per 

$6.50 each. COPPER RIVETS AND BURRS.—The 100 rods; 1948-6-14%, $45.92 per 100 
—E. A. Electric (Ford), $4 . . . ‘ods. 
ae he re 2 demand is heavy. Prices slightly off. — 

Jacks.—Ajax No. 6, ie. each; Na- We quote from jobbers’ stocks, FILES.—The demand is fairly good 
tional Standard No. 21, $1.20 each. f.o.b. Chicago: Copper rivets and "iC j 

Pumps.— Rose, 1% -in. cylinder burrs, 35 per cent discount. and prices firm. 
$1.55 each. : a “ye : We quote from jobbers’ stocks, 

ag engi sre dozen pair — DRAIN PIPE CLEANER.—Sales are f.o.b. Chicago: American files, 60-10 
33% per cent discount; 50 pair lots, . . : . eae per cent off list; Nicholson files, 50 
40 per cent discount. steady and there is no change In prices. per cent off list; Black Diamond files, 

Tires and Tubes.—30 x 3% a We quote from jobbers’ stocks, 40-10-5 per cent off list. 
cord tires, $9.45 each; regular cord, f.o.b. Chicago: nates — 
$7.45 each; gray inner tubes, 30 x | Economy Plumber drain pipe FISHING TACKLE.—Sales are large 
S% $120 cach; Fed inner tubes, 00 x cleaner, in 1 Ib. net cans, in lots of 3 and dealers are getting their stock in 
34, $1.50 each. doz., $2.70 per doz.: in lots of 6 doz., ; . : : 

\XES.—Sal : fall h b ; $2.60 per doz.; and in 12 doz. lots, so they can make their window displays 
j § 1 ¢ s 20 ) « 7 . . 

sak oa — > viglerniggie yer mn gh ee soon. Rods, reels, baits and lines are 
r x eS &é expected to same, 2 oe ee ee . : . 

good we _— paww nw P lots of 2 doz., $4.90 per doz.: in lots staple items now. 

rule without change throughout the of 6 doz., $4.70 per doz.; and in lots aes 

year of 12 doz., $4.50 per doz. GALVANIZED WARE.—A good de- 
a : Hercules tile and porcelain cleaner, . . : . : . 

We quote from jobbers’ stocks, im 1 th. mot weleht cans, $2 ber don. mand continues and prices are firm. 
f.o.b. Chicago: First quality single in lots of 2 doz. We quote from jobbers’ stocks, 
bitted unhandled axes, 3 to 4 Ib., Hercules boiler liquid, in 1 qt. f.o.b. Chicago: Competition, galva- 
$14 doz. base; double bitted, $19 doz. can, $3 each; in ™% doz. lots, $2.50 nized after-made, water pails, genu- 
base; good quality black unhandled each; in 1 doz. lots, $2.25 each. ine riveted ears, 10-qt., $2.30 doz.; 
axes, Same weight, single bitted, $15 Same, in ™% gal. cans, $5 each; %& 12-qt., $2.50 doz.: galvanized wash 
doz. base; single bitted handled axes, doz. lots, $4.75 each; and in gal. tubs, No. 1, $6 doz.; No. 2, $6.85 doz.; 
$15.50 to $24 per doz. according to cans, $9 each. No. 3, $7.75 doz.; No. 8 galvanized 
quality and grade of handle; limited aed y , wash boiler, wood grip and handles, 
percentage eaesees handled EAVES TROUGH AND CONDUCTOR $13.75 doz.; 1-gal. tin breast galva- 
axes, $12 per doz. base. »ID Be,” Bene nized kerosene can, $2.35 doz.; 5-gal. 

1 ‘ Sales ti ’ PI E. The demand is inc reasing galvanized oil cans, galvanized breast, 

BASEBALL GOODS.—Sales continue steadily. Prices are firm. $6.85 doz.: 1%4-bu. galvanized after- 
very good, with decided prospects of | We quote from jobbers’ stocks — yon ge aaa a 
. . ot» wae “ : p , “Ha ses va ZO ( aSKeETS, 409 AOZ.; Yo-WU. 
: being still better as the season ad- f.o.b. < hicago: Single bead lap joint galvanized baskets, $8.75 doz.; per- 
gutter, 5-in., $4.50 per 100 ft.; corru- endicular corrugated. light galv: 
vances. | gated conductor pipe, 3-in $4.75 per pendiculat COTPUB ATE i6n Baiva~ 
100 ft.: plain ridge roll, 1%-in., $4 nized ash cans, with cover, No. 55, 
mc b rIrrnra ‘ “* « ’ _? 9 , 54 = Oz.* - 7.) Pie “ 
BOLTS AND NUTS. Sales are S@a- per 100 ft.: corrugated conductor el- om per bh a gp met 
. . . — € . € . 4 . tts o he 4e¢ < A < «< 4 
sonably good, with some slight im- bows, 3-in., $1.36 doz. after-made No. 171, $28.20 doz.; No. 
provement noticeable during the past | ELECTRICAL AND RADIO MER- 191, $37.25 doz.; No. 201, $44.75 doz. 
week. Prices are unchanged. CHANDISE.—The demand for elec-| GARDEN HOSE AND LAWN 
We quote from jobbers’ stocks, _ trical merchandise is showing a steady | SPRINKLERS.—The current demand 
Fob. Chicago: Carriage | bolts, cu, | increase. The sale of radio goods has | js still light, but a good season’s busi- 
carriage bolts, rolled thread, H0-10 _slowed up as it always does at this | ness is expected. No price changes. 

er ce isc, ie Ac The: wolts, ‘ul ° ——— - n - ao "i , 
foam” > eer euut re te time of year. Prices are firm. We quote from jobbers’ stocks, 
small machine bolts, rolled thread, We quote from jobbers’ stocks, f.o.b. Chicago: Garden hose, good 
50-10-5 per cent discount; all stove | f.o.b. Chicago: quality molded hose, fo-in., 10% c. 
bolts. 75-5 per cent discount: lag Electrical Merchandise.—No MM per  } DP; Milnes ise. per itt: 3-ply, 
screws, 60 per cent discount. rubber-covered wire en a) per 1000 good quality, wrapped, 2-in., 10c. 

. . , . . ny 000-ft come Se N af: per ft.; “4 -1n., 12c. per ft.; 4-ply, 

BUILDERS’ HARDWARE.—Sales are | ot By 814 yond 1000 ft.: i goed quality, wrapped, %-in., 12¢. 

> . ‘ 0 sted ; : -9 er sa -1n., 4c, T ‘+ o-ply, 

showing an excellent volume. Prices | 1000-ft. lots, $13.75: %-in. brush edi quality iuenned t-bn hog peed 
, — * brass key sockets, 19%c. each; two- ft > 3&3 IIe . a, Pe eee 

are unche d from last week. | ft.: %-in., lle. per ft. Lawn sprin- 

. nchange _ | way plugs, 60c. each, in lots of 10, klers, Rain King, $28 doz.; original 

We quote from jobbers stocks, 49lgc, each; one-piece — attachment fountain sprinkler, $8 doz.; Rainbow, 

f.o.b. Chicago: 2% x 3% steel butts. plugs, 13c. each: two-piece attach- 28 .j higl °4 do; 
2 2 : 38-in. high, $24 doz. 
case lots, old copper and dull brass ment plugs, 12c. each: dry cells, 
finish, $2.76 per doz., pair: x. | aanee of 50, 30%. each; less than GLASS AND PUTTY. — Sales are 
steel butts, old copper and du rass case lots. 34c. each. ” ; 
finish, $3.84 per doz. pair; heavy Radio Supplies.—Radio B batteries, rather slow, although there was some 
e 
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The live hardware: 
dealer says: 


‘“Rhubarb’s Up— 


‘So my wife will be canning it 
for next winter’s pies. She will 
ask me to bring back some GOOD 
LUCK Jar Rubbers. 


“Three or four thousand other 
women will do the same thing on 
the same day. Then berries will 
begin to come and early vegetables, 
and so on till the last pickle is on 


BOSTON 
WOVEN HOSE & the shelf. 
“R CO. 66 . , 
pcarsey = I watch my jar ring stock care- 
oe spe fully. A woman who wants 
Makers these famous ri“ 
ime a Garden Hose GOOD LUCKS when | am out 
BULL DOG, , . ‘ _— . P « 
ati, waite of stock is a good example of a 
and MILO dissatisfied customer. 
Also 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 

Boston Spray Nozzles 














improvement during the 





, 87 per cent lg 


.—Sales are running about 


change in prices. 


medium quality 


HANDLED HAMMERS.—The temana | 


N AILS.—The 
light. 


HANDLES. "AGRICULTURA L. — The 
demand is getting better as the season 
Prices remain unchanged. 


very good. 


y Fork best. grade wi 


Manure Fork Handles.—Hent, 


ia Hoe. eondben. —XX, 
Garden "Rake Handles. XX, 


Handles. Regul ur 


HANDLES, TOOL.—Sales 
and prices very strong. 


Hatchet and Hammer 
finest second growth 


HINGES.—The dem 
very heavy and ne firm. 


and continues to 


Heavy. strap hinges, 


PAINTS 


ICE CREAM FREEZERS.—The 
mand is seasonably good. 





























INCUBATORS.—There is still a heavy | 


Prices are unchanged. 
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We quote from jobbers’ stocks, 


f.o.b. Chicago: 


cent discount: insulated 
waterers, $3.25 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Sales are very good, 
much better than at this time last year. 
Prices 


are firm 
We quote from jobbers’ 
f.o.b. Chicago: 


Lawn Mowers.—16-in. ball be -aring, 


5-Knife, ll-in. wheels, $12.35 each; 
l6-in., ball bearing, 4-kKnife, 10%-in. 


wheels, $10 each; 16-in. plain bear- 
wheels, $8.65 
each; 16-in. ball bearing, i-knife, 9- 
in. wheels, $7.85 each; 16-in. plain 


ing, 4-knife, 10%-in. 


7 or 


bearing, 4-knife, 9-in. wheels, 1.59 
4-knife, 
S-in. Wheels, $8 each; 16-in. plain 
3-knife, S-in. wheels, $5.85 


each; 16-in., ball bearing, 


bearing, 
each. 


Grass Catchers.—Galvanized  pbot- 
tom, for 14 to 16-in. mowers, full 
galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 2l-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 


packages, $8.80 doz.; 


$5.90 doz. 
demand is 


16-in. mowers, 


We quote from jobbers’ 
f.o.b. Chicago: 
$3.25 per keg base; 


l-in. 


OIL STOVES.—The current demand is 
Prices remain unchanged. 
stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
4-burner, 
$28 each list; new Improved Perfec- 
o-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $45 each list; 
All sub- 
ject to 40 per cent discount. Lots 
of ten or more are subject to 30-5 
per cent discount. Nesco Oil Cook 
Stoves, No. 211, 1-burner, $9.50 each 
2-burners, $17.35 each 


We quote from jobbers’ 


$-burner, $22 each list; 


tion 2-burner, $22 each list; 


4-burner, $58.50 each list. 


list; No. 212, 
list; No. 213, 3-burners, $22 each list; 
No. 214, 4-burners, $28 each list; 
No. 215, 


only, $9.75 each list. Rockweave 
wicks, 25c. each. Nesco Ovens, No. 


list; No. 5, 
$2.25 each list; No. 010, 


l-burner Glass Door, $4.40 each list: 
No. O20, 7 
each list; No. 20, 
Door, $5.40 each list: No. 030, 2- 
burners Solid Door, $5.40 each list. 
No. 30, 


cent discount. 

The manufacturers of Nesco Oil Cook 
Stoves have four zone price lists, varying 
according to the freight rates. The above 
prices are effective in Zone 1. Prices for 
Zones 2, 3 and 4 are higher and will be 
quoted on application. 


AND OILS. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, $1.20 
per gal.; 5-barrel lots, $1.15 per gal. 
Linseed Oil.—-Boiled, barrel lots, 
$1.23 per gal.; 5-barrel lots, $1.18 per 


ral. 
Turpentine.—Barrel lots, $1.07 per 
gal. 
Denatured Alicohol.—Barre!l lots, 


HOc. per gal.: steel drum, extra $6, 
returnable. 

White Lead.—I100-lb. kegs, $15.75; 
50-Ib. kegs, $8; 25-lb. kegs, $4; 12\%- 
Ib. kegs, $2.05. 
Dry Paste.— 
b. 

Shellac. — (414-lb. goods), white, 
$4.55 per gal.;: orange, $4.20 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


-Barrel lots, 7lsec. per 


Reading matter continued on page 


Incubators, 35 per 
cent discount; brooder stoves, 35 per 
chicken 


stocks, 


somewhat 


stocks, 
Common wire nails, 
cement coated, 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer; $2.50 for shorter than 


5-burners, $39.50 each list: 
No. 1102, High Shelf only, $5.25 each 
list: No. 1103 High Shelf only, $6.50 
each list: No. 1104, High Shelf only, 
$8 each list: No. 1105, High Shelf 


05, 1-burner Solid Door, $2.10 each 
J 1-burner Glass eer, 
1-burner 
Solid Door, $4.15 each list: No. 109, 


2-burners Solid Door, $5.15 
2-burners Glass 


2-burners Glass Door, $5.70 
each list; Nesco water heaters, $45 
each list. All subject to 30-5 per 


Linseed oil and 
turpentine recover with slight advance 
after recent declines. Other 
firm. 


prices 
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PYREX WARE.—There is a _ good 
steady demand, stimulated somewhat 
by the manufacturers’ window trim- 
ming contest. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. — Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.: No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.;: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

ROLLER SKATES.—The demand 
very good. No price changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller sKates, 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—Sales are 


stocks, 


ae 


Ss 


showing a steady increase. No price 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.10 per 
square; best grade tale surfaced, 
$2.35 per square; medium talc sur- 
aced, $1.75 per square; light tale 
surfaced, $1.10 per square; red rosin 
sheathing, $62 per ton. 


ROPE.—Sales are in very good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 2644c. to 28%4ec. per lb. ; 
No. 2 Manila, 25%c. per Ib.; No. 1 
Sisal, 17%c. per lIb.; No. 2 Sisal, 
164%ec. per Ib. 

SASH CORD.—The demand is steady 
and prices firm. : 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 4=xstandard 


brands, $10.55 per doz. hanks; No. 
8, $12.10 per doz. hanks. 


SASH PULLEYS.—tThere is a very 
good demand. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.: No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Sales are considered very 
satisfactory. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent 
list; flat head brass, 76-5 per cent 
new list; round head brass, 74-5 per 
cent new list; japanned, 72-10 per 
cent new list. 

SCREEN DOORS AND WINDOW 
SCREENS.—tThere is a growing de- 
mand as the season advances. No 
change’ in prices. 

We quote from jobbers’ 
f.o.b. Chicago: 

Screen Doors.—No. ao 2-8 x 6-8, 
$22.80 doz.; No. 296, 2-8 x 6-8, $2 
doz.; No. 311, 2-8 x * &, * $99. 10 doz. 


Window Screens.—No. 1833, $4.94 
doz.; No. 24338, $6 doz. 


SOLDER AND BABBITT METAL.— 
Sales are good. Prices again advanced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $38 per 100 Ib.; medium, 45-55 
solder, $37 per 100 Ib.; tinners’, 40-60 
solder, $36 per 100 Ib. : high speed 
babbitt metal. $20 per 100 Ib.; stand- 
ard No. 4 babbitt metal, $13 per 100 
lb. 


STEEL SHEETS. S are season- 
ably good. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gauge galvanized 
Sheets, $5.50 per 100 Ib.; 28-gauge 
black sheets, $4.50 per 100 lb. 


stocks, 




















April 30, 1925 HARDWARE AGE 57 





NATIONAL 
No. 77 Flexible 


Storm Proof Hanger 











For Doors Easier 


Rolled Than Carried 


A heavy door can “freeze” in any kind of 
weather—but the weather isn’t always to blame. 
Most often the hangers are not equal to the 
occasion. 

Hundreds of your customers go through the 
unnecessary operation of carrying doors open 
and lifting them back in place and are constantly 
reminded of the need for efficient easy rolling 
hangers. 


No. 77 National Storm-Proof Hangers and Rail eliminate this unpleasant task 
for good. 

The sectional view clearly shows the simple working parts. The flexible hinge- 
joint allows the door to swing in and out should anything bump against it. 
Wheels are equipped with anti-friction roller bearings and are out of reach of 
snow, sleet and dirt. They are completely protected by the hood of the Improved 
Storm-Proof Rail. 


Connecting-strap and door-straps are made of steel 3/16” thick, heavily embossed 
and capable of carrying the heaviest door. 


? 


We will be glad to send you 
catalog of our complete line. 
The season for active sales is 
here. It will pay you to in- 
vestigate our prices and policy 
of co-operation. ; 


Our products are sold only 


to the retail dealer. We have 
no jobbing connections. 


National Mfg. Co. 


Section showing Storm-Proof Rail for National Hangers. No Sterling, Illinois 


brackets are required to install. 


Natienal 
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Ask Your Distributor To Send 
You The New 





PBA. 
g Sharpener 


.. CaN nd a 
USA ¢ pas Ay 1 side fine 








That Sells for a Dime 


Every woman needs a dependable knife sharp- 
ener—and will gladly pay ten cents for one that 
does the work. This is why you'll find a big de- 
mand for the new B. A. Handy Sharpener. 
Made of famous B. A. “ABRASITE”—shaped 
like a razor strop, one side coarse gritted for 
honing, one side fine gritted for perfect fin- 
ishing. 

Surely an item it will pay you to feature. A good 
rate of turnover plus a worthwhile profit margin. 
Packed quarter gross to a most attractive display 
box that creates sales wherever it is shown. 


B-A 
Handy Sharpener 


Jobbers are now ready to 





supply vou. If you can't 
get immediate delivery 
write for name of jobber 
who can ship from stock. 
Notice to distributors: 
Don't pass up sales. Your 
trade will want this new 
1ddition to the B. A. Family. 
Write or wtre your order 


NOW 


Baeder Adamson Co. Philadelphia 





























| 
A Dependable Knife Sharpener we 
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Aeervalione of a Cillecy Silesmin 


Manufacture of Carvers and Forks 
By JOHN CASSIN—A Man Who Knows 


HILE there may be differences of method or 
V\ routine of shop practice in various factories, 
the accompanying Charts illustrating the prog- 
ress of pieces of steel to the finished carver and fork 
will give a comprehensive idea of the method of manu- 
facture. 
When reading the description of operations keep in 
mind that the operations start at the left side from the 
round bar of steel. 


CARVER KNIFE 


Steel of the best quality is cut to 
length, then heated to a red heat and 
drawn out under a rapid stroke forg- 
ing hammer; the round section left 
on one end is now heated to a red heat 

Forging and a tang is rounded under a light 
high speed forging hammer. The 
bolster is now struck up by one or two 
blows of a heavy drop hammer. The 
blade is now plated under an upright 
forging hammer, i. e., the steel is 
hammered so that the back is left 
heavy while the edge is hammered 
thin. This gives the blade a taper 
from back to edge. 


The forge blank is now cut to shape 


Press through a set of trimming dies in a 
Work press. The dies give the blade its final 
shape. 


The blades are now hardened by 

heating to a temperature of about 

Straightening 1450 deg. Fahr. and quenched in oil. 
In this condition the blade is very hard 

and brittle and must be tempered to 

give them the required strength and 

toughness to withstand hard service. 

After tempering the blades are 


Grinding ground and polished and the edge is 

Finishing ground thin by the grinders. After 
passing the inspectors the blades are 
ready for etching and hafting. 


The etching of the “trade mark” on 
the blade is done with acid the blade 
Etching being protected by a varnish. The 
design of the trade mark is cut 
through the varnish and the acid ap- 
plied to the steel. 
The handles and ferrules are now 
Hafting cemented in place and the whole knife 
Finishing is subjected to the final finishing 
operations, then all must pass a rigid 
inspection before being sent out. 


CARVER FORK 

Steel of high quality is cut to length, 

then heated to a red heat and shaped 

Forging roughly in a pair of dies placed in a 
rapid stroke forging hammer. A tang 
is rounded similar to the carver knife. 
The blank is now struck up in a drop 
hammer, which gives the stem of the 
fork its proper shape. The blank is 
now drawn to length in a special 
rolling mill. 

The forged blank is now trimmed in 
Press by a press, the first set of dies giving 
Work us the outside shape. The second set 

punches out the center, leaving the 
tines of the fork. The small bar left 
on the end is for the purpose of keep- 
ing the tines straight and in place 
while the fork is being bent. 

The bending of the fork is done 
under a light drop with special dies. 
After bending the fork blank is 
hardened and tempered the same as 
the carver knife. 

The bar is now cut off and the fork 
is ground and polished on _ special 
shaped grinding and polishing wheels. 

The forks are now inspected and the 
guard mounted. It is now ready to be 
hafted similar to the carver knife. 

(See chart on page 60) 





Side Lights on Cutlery Selling 





By William Masefield 


BELIEVE the average hardware and cut- 
lery dealer does not fully realize how many 
pieces of cutlery of some sort or other are 

in daily use in the American homes. In the 
average home today there are from thirty to 
forty pieces of cutlery in constant use; of this 
amount one-sixth is scissors and shears of some 


description. One often overlooked means of 
jacking up your cutlery trade, is to make con- 
nection with an A-1 grinding establishment to 
take care of all work collected by you, on a 
percentage basis, which is usually 3314 per cent 





(Continued on page 62) 
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Chart Showing Manufacture of Carvers and Forks 
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See Page 59 for description of various processes in the manufacture of carvers and forks. The differ- 
ent steps are graphically illustrated in above chart. 
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No. 20 Stainless Steel Paring Knife 





Foster Bros. Cutlery 
Sold by Dealers Who Sell the Best 


For over fifty years Foster Bros. Brand has held the distinction of being 
foremost in butcher cutlery. This is true because we have kept pace with 
the times, developing new cutlery to meet demands and alw ays endeavoring 
to improve the quality of existing designs. 


Dealers like to handle Foster Bros. Cutlery—it sells readily and gives them 
an opportunity to make a good margin of profit. The customers are satis- 
fied with the cutlery—the dealer is satisfied with the profit made. 

All Foster Bros. Cutlery is fully guaranteed. 


Ask your jobber for prices 








THE BRAND IS FOSTER BROS. 


No. 803C 
Kitchen No. 512C 
Carver 


_ JOHN CHATILLON & SONS 


Established 1835 


85-99 Cliff Street New York City, N. Y. 














, A perfect shave — due to the 
unique advantages of the New 
Improved Gillette. 


A satisfied customer—because 
he has spent his money wisely. 


Selling them is an easy problem 
with the aid of the ‘‘Three Rea- 


son’’ Booklet. 


Send for a copy today. It is the secret 
of greater sales for you. 


GILLETTE SAFETY eee a 


Boston 


The New = i. 


‘ The Gillette Juck- 

) — away set shown 

, above retails at 

$6.00 (in gold plate) 

Vf: and $5.00 (in silver 

i 4x plate). An excellent 

> LON Ff } value for your cus- 

\ . tomers and a good 

| SAFETY RAZOR VA ‘ profit-maker for you. 
. 


+ mm ih \ 
j 

™, > a 2.79 
PS 





x NA YC 
, P) 


* 
$ ea 
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Side Lights on Cutlery Selling 


(Continued from page 59) 





off standard grinding lists. Almost any grind- 
er, not the street variety with a six-inch wheel, 
but a man with an established shop will wel- 
come the opportunity to cooperate with you in 
this work. A few suggestive reminders in the 
form of display cards distributed throughout the 
various departments of your store, calling the 
customers’ attention to this service, will suffice. 
Do not call for or deliver any of this work, 
thereby obliging the customers to come into 
the store more frequently and in a very short 
time you will find your cutlery sales increasing 
way beyond your most sanguine expectations. 
I recall two years ago when a hardware store 
put on a house-to-house canvass on scissors and 
shears. I stood for three days in the above 
mentioned store five months previous to that 
campaign, just listening to and observing the 
clerks selling cutlery, and this was the gist of 
the procedure: If a customer called for a pair 
of shears or scissors, knife or razor, the first 
question hurled at him or her was, “what price 
do you wish to pay?” Then, confusing the cus- 
tomer, they would pile upon the top of the 
counter five or six patterns of shears saying, 
lady, this one is 75c, this $1, this $1.25, this 
$1.50 and last $2 for this pair;” not taking 
the time or trouble to explain the difference be- 
tween the 75c. and $2 grade. The result was 
that 90 per cent of the time the shears bought 
were of the cheaper variety, and after the 
customer had used these shears for a short time 
on light work and something came up to test 
the real worth of the article they found, or at 
least concluded, that they could have pur- 
chased as good an article in the ten-cent store. 
Consequently a dissatisfied customer was cre- 
ated as well as a cheaper article having been 
sold at less profit than would have been real- 
ized had the merits of the superior product 
been properly presented at the time of sale. To 
resume about the house-to-house canvass: in 
this campaign there were ten young women and 
men worked the territory of a middle western 
town of 125,000 people for two weeks, and dur- 
ing that period sold one hundred and ninety- 
two dozen shears and scissors. As an added 
advertisement they were instructed to make an 
allowance of ten cents for any old pair turned 
in at the time of purchase of a new pair, and 
these old shears all turned into the store. While 
these canvassers were busy on the outside the 
store owner inserted, in both leading daily 
papers, a large display advertisement of a 
scissor and shear demonstration by factory ex- 
perts, to be staged in his store, inviting the 
public to attend. Both windows and the entire 
front of the store were given over to a display 
of the whole scissor and shear family, from the 


large tailor shear, weighing thirty pounds, to- 


the smallest manicure scissor. At the expira- 
tion of this two-week demonstration the store 
had sold an additional three hundred and eight 
dozen pairs of good quality scissors and shears 
as a result of the explanation of difference in 
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grades of material and workmanship employed 
in the cheaper and more expensive qualities, 
given out by the factory experts. 

The above quoted incident proves beyond 
doubt the great need for educating the sales 
staff as well as the public at large, in regard to 
the fundamentals underlying cutlery manufac- 
ture, especially scissors and shears. When 
selling the latter or for that matter any type of 
cutlery, have soft plush pads conveniently 
placed on cutlery counter to lay the merchan- 
dise upon. It is never a good plan to confuse 
a customer by confronting him or her with a 
large, disordered assortment at one time. Re- 
gardless of how dust-proof your case may be, 
never show a shear or scissor without first 
wiping the inside and the cutting edges of the 
blades. Another essential thing is a small piece 
of material of good, firm texture to be folded 
several thicknesses. Cut into this with the toe of 
the shear, commonly known as the point, to 
show the merit of your wares. 

Razors are another outstanding feature in 
the cutlery line. To hear some dealers talk one 
would be given the impression there are no 
more straight razors sold. Not every man is 
afraid to use a straight razor. But the appal- 
ling fact is that, while the hardware dealers 
are crying the blues on the straight razor they 
are letting the safety razor and blade business 
slip into the hands of other merchants. 

By a concentrated effort on razors, straight 
and safety, with a reputable guaranteed line, 
you can build up a wonderful business. Every 
man who walks into your store is a potential 
prospect because he uses either one of the two. 
When you find he uses a straight razor talk 
him into buying one or two more to be used 
alternately. The following may help to awaken 
his interest: ‘‘Haven’t you heard a barber say 
that the last time he had a particular razor in 
his hand it would not hold an edge? His state- 


.ment is true and the reason for this is that all 


highly magnetized steel with constant usage 
loses some of its magnetism, but when allowed 
to rest will remagnetize itself by the un- 
interupted activities of the electrons contained 
therein. When making the sale of a razor al- 
ways agree to give the man a two weeks’ trial, 
provided at the expiration of that time the 
finish nor the point are marred, because a razor 
that will suit one texture of skin will not be 
efficacious on another. Another thing to avoid 
is allowing the customer to use the finger nail 
of his thumb to ring the point of razor (many 
do this to ascertain the ring, thinking this certi- 
fies to quality of steel) ; in reality it does no such 
thing; but is very likely to scratch or break the 
point thereby spoiling the razor. The proner 
way to tell whether a razor is ground “full,” 
“three-quarters” or “half” concave is by plac- 
ing the forefinger and thumb on each side of 
the razor at the top of the blade and slowly pull 
it the full length. The most important thing 
in selling razors is the strop question. A man 
with a poor strop and the best razor made is in 
a sorry fix, because the longer he works the less 
edge will he get, and what edge he does get 
turns the minute he starts to shave. I have in 
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Hyco Bread Knife—a _ good 
sharp edged knife that makes 
bread cutting a pleasure. 








EVERY ONE#A 
HOUSEHOLD NECESSITY 


The entire ten tools in this line 
of Hyco Brand Kitchen Cutlery 
have been selected just as _ this 
bread knife has—only after care- 
ful investigation of household re- 
quirements by cutlery experts. 

They meet the demands of the 
housewife for every day working 
utensils. 

Hyco Brand Kitchen Cutlery 
—the recognized brand name 
for high quality kitchen tools. 

Hyco Brand Kitchen Cutlery is 
made in stainless or carbon steel. 
Black or white glazed rubberoid 
handles. Securely riveted. Will 
give long service. 

Write for particulars on how 
you can turn this line into profits 
for yourself. 


Hyde Manufacturing Co. 





Southbridge, Mass., U. S. A. 

















lil /J FA 
(le oO ! Blades 
Wi \ suas of 
a wy ~~ Greater 
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Finest and largest line. Original designs by expert 
hunters and outdoors men. Many exclusive pat- 
terns. Beautiful workmanship. 


ocket ‘Knives 


Two hundred styles. Largest line of genuine 
buckhorn handles. America’s distinctive quality 
line. Many outstanding features. 


AZOrvs The coming razor for the hardware 


trade. Ka-Bar razors (under our 
barber supply brands) are the largest sellers to the barbers 
of this country. Holder of world’s record for number of 
shaves without honing. The final answer for the man who 
is tired of fussing with poor safety razor blades. 


Write for Folder 












ULSTER 
KNIVES 


For downright service 
and complete satisfaction, 
“Ulster Knives are as 
good as knives can be 
made.” 


And they’re made in a 
Specialized Cutlery Fac- 
tory employing 100 per 
cent American labor. 


No. 21715 shows reduced 
cut of our 2-blade Profes- 
sional Nursery Knife for 
Budding and _ Grafting, 
with Grafting and Bud- 
ding blades’ of finest 
forged crucible steel, 
Ivory Celluloid handle, 
brass lining, nickel silver 
bolster and cap. % crocus 
polish finish, length 3% 
inches. 





Send for Catalog of 
Nursery Knives. 














Dwight Divine 
& Sons 
Ellenville New York 


























Union Cutlery Co.,Inc., Olean, N.Y. 








“HAMMER 0, 
BRAND” “<< 


POCKET KNIVES 


Our best ,Advertisement is our 
Product. 
“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedly under the old-fash- 
ioned plan of Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes good 
knives possible — SKILLED 
WORKMANSHIP. 
Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
Helps we supply. 








NEW YORK 
KNIFE CO. 
Walden, 


New York, 
U. & A. 
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mind a store where with seventy-five per cent 
of the razors sold they also sell a strop. Their 
strops range in prices from three to six dollars, 
and it certainly makes the men swear “by,” not 
“at” the razors, strop and store. The outlay 
of money for a quality line of safety and 
sraight razor and strop assortment, accom- 
panied by a few badger hair, moderate priced, 
set in rubber shaving brushes is around five 
hundred dollars, which with real sales effort 
should be turned over six or seven times per 
year at a handsome profit. Isn’t it worth tak- 
ing into consideration ? 

These numerous items play an important part 
in the successful carrying on of a retail hard- 
ware store, and just as many failures can be 
traced to a lack of knowledge of these seemingly 
insignificant details as well as to poor manage- 
ment in other respects. 
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Jt Cutlery Sales Tip 


After the knife is in stock 

awhile the oil dries. Insure your customer 
having a smooth working tool by putting a drop of 
oil in each joint of the knife when you deliver it 
to him. Oiling the joints of a knife when you sell 
it impresses the customer with your desire to serve 
and convinces him that you know your business. 
Of such things that inestimable asset “Good Will” 
is made. 


OOD pocket knives leave the factory with 
joints oiled. 




















the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our special offer! 


DAZEY CHURN & 
FG. CO. 






4301 Warne Ave. 
St. Louis, Mo. 











SHOE SLOYD 
KITCHEN OYSTER 
aha RUBBER 
PAPE PATTERN 
HANGERS? MAKERS’ 























Points That Help You Sell More 


Auto Magnetic 
No. 7500 Spring Shears 


Blades are held in perfect align- 
ment by patented tempered steel 
spring. 

Shear cuts all the way from pivot 
to point. 

It is magnetized to pick up 
needles and is held firmly by 
special steel screw head pivot. 

No adjusting necessary. 

Made in 6, 7, 8, and 9 inch sizes. 

Write for sample and complete 
information. 


25c to $1.00 Sellers 
Eversharp Shear Company 


2000 Knowlton St., Bridgeport, Conn. 



































Specially m made “ANCHOR BRAND’ Lines for Butchers 


Anchor Brand Cutlery includes, besides table cutlery, a com- 
plete line of Butcher’s Knives, Steels and Cleavers. Like other 
Anchor Brand products they are guaranteed without reserve. 
You owe it to your trade to stock this famous brand of cutlery. 


Write for catalogs. Order from your jobber. 


LAMSON & GOODNOW MFG. CO. 


Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 




















Save 25% 
on 1881 Rogers or 
Oneida Community 
Twents Year Par 
Plate Tuxedo Pat- 
tern Gray Fin‘sh. 
Contents 6 each Tea 
spoons, Tablespoons, 
Knives, Forks ; one 
each Sugar Shell and 
Butter Knife, 

Our special price. 
without tray, bulk 
set £5 ¢ 95. Lots of 
2h or more sets 
$5.78. 

If you want to increase 


your profits write for 
our 290 page catalog il- 
lustratine hundreds of 
. . 7 barcains in clocks, cut- 
T 4 4 ‘ 4 4 . 
TUXEDO BUFFET SET shaggy tinge Mg 
Write now. Don’t delay. 
JOSEPH HAGWY COMPANY 
Manufacturers—D stributorsa—Wholesale. 


Dept. HA, 223-225 West Madisen St. 





Chicago, Illinois 





-- @& 











Your customers will see Ace ads in 


Good Housekeeping 
Delineator 

McCalls 

Popular Science 
Sunset 

during the spring 





Display the Ace 
with your cutlery. 


ACE HARDWARE 


MFG. CORP. 
Phila. 
Chicago, San Francisco 
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Business Leaders Oppose U.S. Price Control 


might elect which method he would 
pursue having in mind the protection 
of his trademark. 


Will Enhance Value of Good Will 


Those who are opposing price pro- 
tection legislation in good faith appear 
to overlook the fact that nothing is 
contemplated in the projected statute 
except the legalizing of voluntary con- 
tracts for the sale of identified mer- 
chandise under competitive conditions. 
Nobody is to be forced to sign a con- 
tract and, of course, nobody will do so 
unless satisfied his interests are pro- 
tected. 

On the other hand, the consumer will 
find the very highest possible protec- 
tion in the keen competition that will 
develop when manufacturers find that 
their ability to maintain their own 
price depends upon the character and 
quality of their merchandise and the 
service rendered. It goes without say- 
ing that the consumer will be benefited 
through his ability to buy an identified 
article in any community, but on the 
question of price also the laws of eco- 
nomics guarantee against extortion. 

Trademark value will unquestionably 
be enormously enhanced. Because of 
this fact every sane manufacturer will 
put into his goods every possible atom 
of value in order to hold his trade and 
to justify his resale prices. 


Drive Started Against Hidden 
Demonstrators’ 


FFICIALS of the Federal Trade 

Commission are much interested in 
an announcement just made by the 
American Fair Trade League of the 
results of an investigation among re- 
tailers to ascertain their attitude to- 
ward the so-called “hidden demonstra- 
tor.” The general buying public, ac- 
cording to the League, is becoming 
aroused over abuses in the use of these 





(Continued from page 37) 


demonstrators and is ready to cooper- 
ate in their elimination. 

Since last August the League has 
been corresponding with manufac- 
turers and retailers regarding the prac- 
tice of certain manufacturers of pay- 
ing the salaries of the retailer’s sales 
people in whole or in part in return 
for their services in pushing the manu- 
facturer’s merchandise, these subsidies 
being paid through and with the knowl- 
edge of the employer, who is enabled 
thereby to reduce his own pay roll. 
As a result of this investigation, the 
League asserts that this practice, 
known as the use of hidden demonstra- 
tors, is widely prevalent in certain 
metropolitan centers. 

After a thorough canvass revealed 
that the members of the League are 
unanimously opposed to the use of 
hidden demonstrators, the League now 
makes formal announcement of its 
stand in condemnation of this practice. 
The announcement goes on to say that 
the League will make every effort with- 
in its power to arouse organizations 
of manufacturers, distributors and 
consumers against a practice contrary 
to the principles of fair trade which it 
was established to promote. 


League Members Unanimously Oppose 
Practice 


The League also gives out copy of 
a letter on this subject which it is 
sending to representative retailers in 
various parts of the country. In this 
letter Edmond A. Whittier, secretary- 
treasurer of the organization, says in 
part: 

“Several months ago the attention 
of the American Fair Trade League 
was called to the position taken by the 
Federal Trade Commission, condemn- 
ing the practice of using so-called 
“Hidden Demonstrators.” A canvass 
of our members, who represent every 
important branch of manufacturing 
and distributing, revealed that they are 


Give Them a Smile 


silent partner of the individual. 


\ SMILE is noiseless speech. 


A cheerful countenance is a good antidote for “Frigidius Facadal,” an ailment 


known in Eskimo Land as frozen face. 
Keep a stiff upper lip, but keep it where it can’t be seen. 
mistake it for box office independence. 


The only clerk who really has a kick coming is the fellow who sells a postage stamp 
and has to complete the transaction by sticking it on the envelope. 
in. But even a stamp can go a long way toward making new friends. 
upon the attitude of the man behind the counter. 
It will give your customers something to remember you by. 
, Cultivate the habit and make it part of your merchandising service. 


Say it with a smile! 





“A soft word turneth away wrath,” but a smile brings in more trade.—W. A. Stone. 
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be be an be” 


It’s the sign Janguage of a successful salesman—the 


almost unanimously opposed to this 
practice, and consider it detrimental 
to the best interests of manufacturers 
and distributors alike. 

“Further investigation covering a 
considerable period has convinced us 
that the consumer—in orders words, 
the great buying public—is the one 
who suffers most from this practice, 
although very few consumers under- 
stand the situation and realize the ex- 
tent to which their interests are being 
harmed by retailers who permit manu- 
facturers to place “Hidden Demon- 
strators” in their stores. There is 
evidence, however, that the buying 
public is learning more about this prac- 
tice and is becoming aroused against it. 
Proof of this is a resolution recently 
adopted by the New York City Federa- 
tion of Women’s Clubs, and the agita- 
tion against “Hidden Demonstrators” 
which we understand is now going on 
among the women’s organizations of 
the country.” 


Trade Commission Will Renew Attack 


The Federal Trade Commission some 
time ago instituted a proceeding to 
stop the practice of employing hidden 
demonstrators, but the respondent on 
an appeal to the United States Circuit 
Court obtained an order preventing the 
commission from further interfering 
with the practice of this particular de- 
fendant. Owing to the faulty prepara- 
tion of the case and to the fact that 
the premiums received by demonstra- 
tors were of negligible value the case 
was not regarded by the commission 
as strong enough to justify taking it 
to the United States Supreme Court. 

The Commission is still of the 
opinion that the use of the hidden 
demonstrator is unsound economically, 
constitutes unfair competition and de- 
ludes the public. It is understood that 
the commission in due time will make 
another test of the legal soundness of 
its position. 
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Your customer is apt to 


That’s rubbing it 
It all depends 
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CRECOITE 


Pronounced CRE-CO-ITE 





GRADY 
WEDGES 


on all Crecoite 
Tools keep heads 
always tight. 


Easily and Surely! 





MAKE 
MONEY 


on Camping 
and 
Tourist Trade 


OW is the time to stock up on 
the camp and tourist axes and 
hatchets sure to be in greater de- 
mand this summer than ever before. And let 
your main line be CRECOITE, that wonderful 
new tool metal, perfected after thirty years of 
steel making experience. Quality at medium 
prices means easy sales! The two numbers 
illustrated herewith typify our complete line 
of boys’ and men’s axes, hammers and hatch- 
ets. YOU can sell all of ’em! Liberal dealer 
discounts. Ask your jobber or write to us 





No. 97 
Tourist 
Axe 





for samples and catalog H. 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 
Marion, Indiana, U. S. A. 













No. 112 


Camp Axe 
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A Little Romance for a Change 


(Continued from page 36) 





When he does get a job, if I find out where it is, I 
am going around to see how he sells a tube of tooth 
paste. I am quite sure he wil! not say: “You don’t 
need any tooth paste, do you?” I wonder, if I call 
for a popular brand that does not pay the retailer any 
net profit, whether he will attempt to substitute a 
special brand made by his own drug store. I wonder 
how he will work the substitution. If I insist on 
getting the brand I want, I can see him reach under 
the counter, bring it out and then apparently blow 
dust off the package. Say, brother, did you ever see 
that little retail game worked? When you do not 
desire to say anything against an item but you wish 
to intimate to the customer that he is a crank for 
wanting it and that it is a very poor seller, just hold 
it up in line with the customer’s eye and apparently 
blow dust off the package! 

* ¥* * 

Yes, New York is full of romance. Business is full 
of romance. Suppose all the hardware clerks in the 
country, if they did not happen to like a certain manu- 
facturer’s line, should just start blowing dust off the 
package when they hand it to a customer who insists 
upon having this particular brand. What then? 

% * ¥ 

Life is hard! The other day a student from Prince- 
ton dropped in to see me. He said that the son of a 
prominent Western manufacturer who makes a dis- 
infectant which has been widely advertised as being 
just the right thing for halitosis, is one of his fellow 
students in Princeton. ‘Nice fellow,” remarked my 
young friend, “but it is too bad all the boys in college 
call him ‘Hal’!” 

% * * 

Even national advertising has its drawbacks. There 
were two conservative middle-aged ladies who in- 
herited one of the most profitable patent medicine 
businesses in this country. Wealth simply poured in 
upon them. They came to New York, hired one of our 
keenest lawyers and had him draw up the organization 
of the company so carefully that their own identity 
as the owners of the company was completely con- 
cealed. This was a very difficult legal thing to do. 
Getting rid of a corporation you own is just about as 
difficult as disposing of a corpse you have murdered! 
These two dear ladies were determined that their 
friends should not know that they were the benefi- 
ciaries of the millions from this patent medicine con- 
cern. At an enormous expense for legal fees, they got 
away with it, but a lawyer told me that if the Sultan 
of Bagdad had been shown the provisions in the char- 
ter of this company, the list of directors and when, 
where and how they should be elected, this Sultan 
would decide that there are more queer things happen- 
ing in New York City in the twentieth century than 
ever happened in Bagdad in the time of Sinbad the 
Sailor: A friend of mine has asked me why these 
ladies did not wish it known that they owned this 
patent medicine firm. I told him he was very stupid. 
If I should tell that story, it would take another two 


pages! 


* * * 








One more New York romance and then I am through. 
Lionel Atwill, the actor, for many years has been the 
beau ideal of the ladies. Whenever Lionel put on his 
dress suit and made love on the stage, you could hear 
feminine sighs and deep breathing all over the audi- 
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ence. You know, when the heart palpitates, uncon- 
sciously, the breath goes short! Well, well, ho, hum, 
ho, hum. Lionel has taken the part of Julius Cesar 
in Shaw’s play, “CAESAR and CLEOPATRA.” A 
young female relative of mine has just been “mad” 
about Lionel for years, but last night the spell was 
broken. In one scene Julius Cesar strips off his 
armor and almost all of his clothing. It is necessary 
for him to take a plunge into the ocean and swim for 
his life. In these days they believe in realism, so he 
actually stripped to the skin, but as Lionel stripped, 
romance died! Lionel was soft. He had fat where no 
Adonis should allow any surplus adipose tissue! Going 
home in the taxi, my charming young relative was 
quiet for a long time and then all she said was: “Oh, 
how could he?”’ So you see, we not only have romance 
here in New York, but romance is sometimes killed! 
Cleopatra in this play, Helen Hayes, is wonderful. 
She was romantic all right, all right. She was not only 
romantic but in her Egyptian costume she was very 
good to look upon—but Lionel, Lionel, how could you? 


% % * 


I am afraid this chat on paper is stretching out to 
an unconscionable length. I am sailing for England 
on the S. S. “MAJESTIC” on May 2, 1925. Why am 
I going over? Because this is the season when the 
nightingale sings in England. I have an invitation to 
join a literary party going down into the woods of 
Sussex to hear the nightingales sing. This friend 
writes he wishes me to enjoy this experience before 
they have nightingales do broadcasting in America. 


* % % 


Now I am wondering, since my mind in this article 
has been running on romantic lines, whether my rough- 
neck hardware friends would like to have a special 
article from England on the subject of the singing 
of the nightingale. I am wondering whether I can 
get such an article through the censorship of Llew 
Soule! I wonder if Llew ever heard a _ night- 
ingale sing himself! No, Llew, I am not writing about 
the singing of the cuckoo. I am talking about real 
nightingales who sing so divinely just at sunset in 
the merrie month of May in the woods of England! 





Singing Canaries Profitable as 

Hardware Side Line 

W. COOK, owner of the Pioneer Hardware Co., 

kK Seattle, Wash., makes about $1,000 a year by 

* selling canaries and cages in conjunction with 

hardware. He has canaries and cages on display 

in his store all the time, and people come from all 

parts of the hilly city of Seattle to his store to get 
advice about birds and also to buy them. 

He used to breed them himself, but found that it 
took too much of his time. So now he buys registered 
birds, runs an information bureau about them and 
sells them without much particular effort. 

The big thing about selling canaries is knowledge, 
he says. A man must know his line in other words. 
He can tell the breed and type of a bird before hear- 
ing it sing. The American Roller is his favorite, and 
he sells many of them during the year. They range 
in price from $10 to $25 a bird including pedigree. 
Last year he sold more than 85 singers, simply as a 
side line with his hardware business. His advice to 
any hardware man interested is to communicate with 
the Roller Canary Journal, Chicago, IIl., for informa- 
tion and advice. 


HARDWARE AGE 


67 





0208080000080 800000000000 


O®OOOO0008 


OPO POG ODO GODPO GOGO GVO DOGO DVO OO VO VO VO GPO VO GPO VO VO 9ODOHOGODO 090000080 








, NONE BETTER 
| (@) Socket Wrench Sets 





No. 200 
Set 


Socket Sizes 
15/16”, 4”, %4”, 
11/16”, 34”, 9/16”, 
1”, 7/16”, screw 
driver and _ valve 
crinding socket. 


Complete Set 
in a Handy Container! 


The eight sockets, screw 
driver and valve grinding 
socket and L type 16” hex 
steel handle fit snugly in a 
hinged enameled con- 
tainer of unique design. 
Compact and convenient. 


NONE BETTER quality 
throughout. 


No. 201 Set—tThis set is 
identical with the No. 200 
Set, the only difference be- 
ing in the container, which 
is a black enameled hinged 
steel box, as illustrated. 


No. 30 Set—Consists of a 
No. 3 Set and a No. 2005S 
Brace. 


No. 3 Ratchet—A Rugged 
Ready Ratchet, convenient 
with any NONE BETTER 
Socket Set. 


No. 200S Brace—lIdeal in 
combination with any NONE 
BETTER Socket Set, espe- 


cially for rim wrench. 


No. 3 Set—Six Sockets, ac- 
curately machined and prop- 
erly tempered and L type 
handle in hinged enameled 
steel box. 











No. 2008S 


Sold through Jobbers only 


Asa Socket Wrench Line, there’s NONE 
BETTER. Write for complete catalog. 





The New Britain Machine Company 
7 198 Chestnut Street 


New Britain Connecticut 
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IT'S ALL IN 


DIXON Ti 
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GRAPHITE 
/~PRODUCTS 


| Jor Factories-Mills-Mines 
& 
| and Construction Operations 


Mill Supply Display 


NE'W 
DIXON DISPLAYS 


Send for Them! 


Increase your sales by obtaining these displays 
and featuring 


Dixon’s Graphite Products 
in Store and Window. 


The value of graphite as a lubricant is well 
known and the name DIXON has been identified 
with graphite for 98 years. 


Cut down sales resistance by stocking and fea- 
turing this ““consumer-accepted” line. 


Write for these free displays today and let 
them work for you. 


Joseph Dixon Crucible Company 
Dept. 40-KP, Jersey City, N. J. 
Established 1827 


SU pIXONS 


“ Automobile 


= LUBRICANTS 
= 
N° 677 DIXON'S N° 677 


lransmissions 


| for Differentials 


Auto Lubricant Display 




















April 30, 1925 


No Rainy Days for Direct Mail 


Advertisers 
(Continued from page 34) 


gardless of the amount of business you may be 
doing, you can, with an up-to-date list and with 
the right kind of direct advertising material, 
increase your business from 15 per cent to 25 
per cent within the next year, just as surely 
as the sun will rise and set tomorrow. I could 
give you a list of names as long as my arm, of 
stores in which this is being done right along 
—some run as high as 70 per cent increase in 
one year. But I am not going to give you a 
single name, for then you would want to see 
some of their advertising, thinking that it pos- 
sessed some mark of magnetism, some super- 
human element that just goes down into the 
pocket and takes the money right away from 
the customer, and that you would like to get 
hold of some of that stuff to put in your own 
ads. 








An Illusion 


But your disappointment would be great, for 
the ads of these successful firms are very plain. 
Nothing different, nothing clever, but they are 
very extraordinary in that they are straight- 
forward, businesslike, good copy and well illus- 
trated. That’s all! Then what is the secret? 
We’ve just told you. Plain, simple, to the point 
—PLUS an indomitable persistency and con- 
sistency in everlastingly keeping at it. That’s 
the secret of success in anything. 


The Mailing List 


First of all, you must have a good mailing 
list and keep it up-to-date. Get the name of 
every customer who enters your store and don’t 
be satisfied until you have the name of every 
potential prospect within a radius of fifty miles 
of your store on your list. Classify the list if 
you want to, but that isn’t at all necessary—the 
main thing is action, to do, to accomplish, 
rather than sit around chewing your finger 
nails and prancing up and down the store like 
a caged lion, all the time wondering why you 
don’t do more business. 


Previous Articles 


In these articles which I have been writing, 
and in which I have dealt with every phase of 
direct advertising, from getting names, compil- 
ing and keeping list, on up through specific 
plans, cost and every condition which has to do 
with direct mail, you have had the benefit of 
my 25 years of actual experience. So if you 
have kept these articles, filed them away as we 
have often told you to do, you have at hand and 
for your own use, ideas and plans which are 
workable and applicable to any size store, and 
which, if bought outright, would cost you more 
than you will pay for your subscription to this 
paper for the next twenty-five years. 

Get busy, fellows, and decide to do a little 
work yourself. Stop bemoaning the success of 
the other fellow and make your store a non 
“rainy day” store, which you can most assuredly 
do by the use of direct-mail advertising. Watch 
for the next article. 
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Western Dealer Uses Novel Plan 
When Installing Warm Air 
Furnaces 


NE dealer in the Middle West who installs a 
() good many warm air furnaces has hit upon a 

method of installation which he claims con- 
serves room in the basement, gives a more even heat 
and saves at least a third of the fuel. 

In his shop he constructs a fan similar to the ordi- 
nary ventilating fan of the “squirrel cage” type 
which he places in the cold air intake. The fan is 
about 24 inches in diameter with a 20 inch intake 
and a 12 by 30 inch outlet and is so installed that all 
of the cold air returns connect with the 20 inch 
opening and the larger opening is connected with the 
bottom of the furnace casing. A 14 hp. motor with 
an inch and a half pulley and having a speed of 1750 
revolutions is attached to an 18 inch pulley on the 
fan with the result that the fan rotates at a com- 
paratively low speed. 

This arrangement simply forces a circulation of 
air, pumping the warm air into the most remote 
rooms. The furnace need not be centered. in the 
basement, but can be placed to one side or in a 
corner, nor do the pipes need to be given the conven- 
tional pitch. A “heat regulator” may be connected 
with the motor and the fan operated only when the 
temperature in the house falls below a certain point. 
In warm summer weather the fan may be started and 
a circulation of air forced through the house and the 
temperature materially lowered. 





Koenig’s Cards Bring Business 


AST summer William Koenig, of the Koenig Bow- 
2 ers Hardware Co., LeMars, Iowa, discovered 
that he had a perfectly good tin-shop and about 
five energetic tinsmiths and sheet-metalmen on his 
hands and no work in sight. It was a case of laying 
his men off and trusting to luck to pick them up 
again when business opened up later in the season 
or else digging up something for them to do. So he 
started to dig. 

The first thing that he did was to send out one 
thousand post cards to a miscellaneous mailing list 
offering to clean and inspect any furnace for one 
dollar, providing the offer was accepted within thirty 
days. It sounds rather suicidal, doesn’t it, when you 
stop to think it takes on the average an hour and a 
half*to clean a furnace and that you pay a man 
capable of doing it at least eighty cents an hour? 
That figures out at least a twenty cent direct loss 
on each furnace cleaned, to say nothing of the time 
lost getting from one job to the next. 

But that wasn’t the way it worked out. By noon 
following the day the cards were mailed, twelve or- 
ders were received and better than eighty furnaces 
were cleaned during the month. The inspection of 
the furnaces and suggestions of needed repairs 
netted the shop over three hundred dollars worth 
of profitable repair work, and three furnaces were 


found to be in such bad condition that their owners . 


were prevailed upon to replace them entirely. 

Taken altogether, ten dollars worth of post cards 
brought in considerable business and made a lot of 
friends for the store. 
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MANUFACTURING CO. 


Branch Offices: 
45 WARREN ST. NY. 74 W. LAKE ST. CHICAGO. 


28 BINFORD ST. BOSTON 
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LANDRETH’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you have 
not done so for this Winter and Spring shipment. 
If you would like our prices, send us a list before 
buying elsewhere and we will quote you on Seeds 
of various kinds in bulk, in lithograph cartons of 
| Ib., Y Ib. and Y% Ib. and in Flat Papers. We 
would also like to quote you on Mixed Lawn Grass. 
Please give us the opportunity. 


1925 CROP 


Before buying for delivery after 1925 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 

We are the oldest Seed 
House in America, this be- 
ing our I4Ist year in the 
Seed business. Had we 
not given good seeds, sat- 
isfactory attention to busi- 
ness and fair prices, we 
would not have existed so 
long. 


Business Established 1784 


D. Landreth 


Seed Co. 
Bristol, Pa. 
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Makers Since 1883 


CLEMSON BROS., INC. 
| Middletown, N. Y. 
WE HAVE SOMETHING TO TELL YOU 


ABOUT HACK SAWS. WRITE FOR 
BOOKLET. 
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How Schlueter Makes Outside of 
His Store Pay a Profit 


A. SCHLUETER of the S. & K. Hardware 

J Company, Louisville, Ky., makes the outside of 
* his store as well as the inside pay a profit. The 
store, which stands on a corner, has a blank wall 
along the side street and Mr. Schlueter utilizes about 
twenty feet of this wall for a sign for his store and 
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advertisements covering lines of merchandise which 
he carries. 

Naturally any direct results from the advertising 
comes to Mr. Schlueter and he states that the sign 
also greatly increases the interest of his sales force, 
as they make a special effort to push the items ad- 
vertised. 

The sign is repainted and any changes in the ads 
made as occasion demands. 





A Novel Way to Sell Enamel— It 
Gets ’Em in the Store 


HE Spokane Hardware Co., Spokane, Wash, 
fe a $5,000 stock of paints and varnishes 
which it turns nine times a year. 

Special sales, direct mail advertising, circular adver- 
tising and ‘novelty stunts, plus salesmanship in the 
store are responsible for this turnover, as far as the 
retail end of the business is concerned. It should be 
explained, however, that the company is an agent for a 
manufacturer and carries a large amount of consigned 
stock, which it distributes from Central Washington 
to the Alaskan Coast. 

But speaking of novelty stunts as a means of arous- 
ing interest in merchandise the Spokane Hardware 
Co. recently held a sale on linoleum enamel. This is 
what it did to attract interest: 

It took a good size piece of linoleum and enameled 
it with the enamel that was to be offered at the 
special sale. The linoleum was then put out on the 
sidewalk in front of the store,-so people passing would 
walk on it. 

It hadn’t been out in front of the store more than 
fifteen minutes before people began coming into the 
store to find out what it was all about. The result 


_was that the salesmen got a chance to talk about the 
enamel to persons whose interest had already been 
aroused, and who were eager to listen. 

The sale was an outstanding success, several hun- 
dred dollars worth of enamel was sold the first day, 
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and the longer the linoleum was outside the store 
the more convincing the salesmen in the store could 
talk to prospective customers. 

After the sale that piece of linoleum that had been 
on the sidewalk in front of the store for a week was 
put on display inside the store, and aroused a good 
deal of interest in persons who had not seen it while 
the sale was being held. This resulted in a number of 
substantial sales, because the piece of linoleum was in 
itself an admirable demonstration of the quality of 
the enamel. Incidentally the firm also did a good 
business in linoleum during the enamel sale. 

Every time a customer comes in now to buy enamel 
or paint that same piece of linoleum is pointed to, 
the story retold and every effort made to capitalize 
on it. And invariably it works. 

A special counter in the paint department of the 
Spokane Hardware Co. is devoted exclusively to 
brushes. Brushes of all kinds and sizes are con- 
stantly on display in the glass show case and also in 
trays on top of the counter. All the brushes in the 
trays are priced. Putty knives and odds and ends, 
such as cotton waste, sponges, sand paper, etc., are 
also displayed constantly at attractive prices in small 
trays on this counter. 

The salesmen in the paint department are specially 
posted on the stock that the store carries, and ‘are 
able to answer any reasonable question that a customer 
may ask. Nothing is left to be taken for granted by 
the customer. If, in making an explanation, the sales- 
man can in any way give a physical demonstration of 
the way to apply or use or test the paint that he is 
selling it is always done, provided of course, the cus- 
tomer is willing and has the time. 

Little things make a lot of difference very often, 
and every detail in making a paint sale is taken care 
of, as much as it is humanly possible to do, by the 
salesman when making his sale, so as to obviate mis- 
understanding or dissatisfaction on the part of the 
customer. 





Distribution on Wheels 


Business is beginning to wonder where it is heading 
now that it is om wheels. The automobile and the 
motor truck have given it a mobility that has, accord- 
ing to many observers, taken it out of the old highways 
and byways of trade and opened new paths for it to 
follow. 

The distributor reaches out to greater distances with 
the truck, and the purchaser meets him more than half- 
way in the automobile. Some business men already 
profess to see sweeping changes in distribution meth- 
ods as a result. Jt is asserted, for example, that the 
small American town is growing smaller and the 
larger marketing centers, being more accessible to a 
wider sweep of territory, are growing larger. One 
mail order house, finding that its customers now prefer 
to drive forty or fifty miles or more to do their shop- 
ping rather than rely on the catalogue and post office, 
is said to be considering the establishment of a chain 
of stores where the public can do its buying directly 
after looking over the stock. 

These and other effects of the motorization of busi- 
ness will be studied as one of the phases of distribu- 
tion by the National Distribution Conference organ- 
ized under the auspices of the Chamber of Commerce 
of the United States.—Today’s Business. 


HARDWARE AGE 


—- . 














1810 1925 





ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staf numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 
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SPRING HINGES 


“Triplex” 
Spring Hinges 
For 


~ | Lavatory Doors 


Adjustable 
Clamp Flange 








TYPE 22A2 


Adjustable Clamp Flanges offer a protection against 
variations in the thickness of marble partitions. 

Cutting of marble involves the danger of break- 
ing or defacing it and also means unnecessary ex- 
pense which can be avoided by the use of Triplex 
Lavatory Spring Hinges, Type 2242 

Other types of hinges for various conditions are 
fully illustrated in our catalogue. 


Chicago Spring Hinge Company, 
Chicago New York 
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The Stick to “One Brand” 


Customer 






PUVUUVANL UTA IOLA AOU 


You’ve met his kind. He won’t buy anything 
unless it has been tried and proved worthy. 


The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 

eer. panies who assume full responsibility for depend- 
‘Bes : able service. 


4 a 
| Naturally he says: “Perfect Brand” when he 


wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 


Your Jobber does—he knows. 


A MILT DLN 


Ludlow-Saylor Wire Co. 


Painted St. Louis Missouri Galvanized 











for 


PAINTERS, DECORATORS 
MACHINISTS, MILLWRIGHTS 
CARPENTERS, FARMERS 
ROOFERS, STEAM FITTERS 
WINDOW CLEANERS . 
HOUSEWIVES, Etc. 








! Torr 


Send for catalogue and 
latest Pricelist 


W. W. BABCOCK CO. 
BATH, N. Y., U.S. A. 
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What Isn’t There Can’t Go Wrong 


We hear a great deal in these days about 
what goes INTO a tool. 


How about what is left OUT of it? 


Coes has been making Screw Wrenches 
for more than 80 years and has learned what 
to leave OUT as well as what to put IN. 


What is not there cannot go wrong. 
All leading Jobbers sell the Coes. 


Look up your stock—the Coes Knife- 
Handle and Steel-Handle models come in 7 
standard sizes: 6 to 21 inches. 


COES WRENCH COMPANY 


“In business since 1841” 


Worcester ' Mass. 





SELLING AGENTS 
J. C. McCarty & Co........ 29 Murray Street, New York 
John H. Graham & Co.....113 Chambers St., New York Fenwick Freres......... 8 Rue de Rocroy, Paris, France 





A Sales Producer 
Both Day and Night 


The most productive advertising is that which 
works continuously for you, and that strikingly 
marks your location for pedestrians and motorists. 

Flexlume electrical advertising is that kind. It 
is both a day and night sign of quality that 
: courteously guides customers directly to you, being 
itself a part of your store. 

Flexlume’s attention-compelling power comes 
by day from bold, snow-white raised letters of 
glass against a dark background; by night, from 
brilliant, solid letters of light. 

Write for information as to what the Flexlume 
Electric Sign is doing for other hardware dealers 
and what it will do for you. 


FLEXLUME CORPORATION 
1230 Military Road Buffalo, N. Y. 


Phone: ‘‘Flexlume’’—Al] Principal Cities 


a 















. 
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Oakland, Calif., 
and 
Toronto, Canada. 





Factories also at 
Detroit, 


Los Angeles, 
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Exporters 
Storage “YOUR OWN” WAREHOUSE 
in Great Britain 


No matter what your exports may be — in what market 


. °o @ 
rl al i ' you are operating — there is one of the 350 L. M.S. ware- 
houses in the heart of that market —**Your own ware- 


house’’— as advantageously situated as though you had 





selected the site yourself. 
All rail connected — trucking and transfer charges are 


T BRITAIN 
{ LONDON, MIDLAND & SCOTTISH RAILWAY OF GREA | eliminated while L.M.S. warehousing charges themselves 





9? 
“THE BEST WAY are as low as any in the country. 
Traffic Managers and Freight Forwarders should inves- 
350 Warehouses tigate at once the many advantages of using the L.M.S. 
ne chain of warehouses. For information, address: 
pe ’ , Ten million feet of floor ; 
:: a Thomas A. Moffet, Freight Traffic Manager inAmerica 


space. 
The cheapest and most LONDON, MIDLAND & SCOTTISH RWY. OF G. B. 
One Broadway New York 


convenient form of stor- 
age in Britain. 

















B GREAT BRITAIN 





FOS 








Pane 

















Paint Your Store First 


and let the power of suggestion get to work selling paint. 


Suggestion can be used in many ways. Good displays suggest the 
need of new paint. 


Your Chamber of Commerce should be glad to push a “Clean Up 
and Paint Up” Week, which will suggest the need of painting to every 
person in your town. 


The fourth issue every month of Hardware Age brings you facts and 
ideas about paint merchandising. 


A special section in this issue carries the advertising messages of the 
foremost paint manufacturers. 


Read what other successful hardware dealers are doing to push paint 
sales. Learn how the paint manufacturers are willing to help you. 


re 


Clean up and paint up your own store, put in some good selling dis- 
plays, and let the power of suggestion roll up paint sales and paint 
profits. 
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MYERS 
LONG STROKE 

COG GEAR 
DOUBLE ACTING 
HOUSE FORCE PUMP 
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‘Yhe MYERS 


COG GEAR, In every pump in the en- 
HOUSE — PUMP tire line of Myers House 


and Cistern Pumps are to 
be found those features 
which provide superior 
pumping service. 


Distinctiveness in de- 
sign, general construction 
and finish, combined with 
unexcelled pumping quali- 





e - ties, with styles and sizes 
MYERS COG GEAR for every need, has made 


BRASS CYLINDER, 


PITCHER PUMP Myers House Pumps leaders 


with many dealers. 


They offer possibilities 
for installation not to be 
compared with others, 
while the profits resulting 
from their installation are 
more satisfactory than 
those of cheap light weight 
pitcher pumps. 


We will send circulars il- 
lustrating all styles of 
Myers House Pumps in 
actual colors and quote our 
best trade prices to dealers 
and pump men who may be 
interested. 


HEF.E.MYERS & BRO.co. 


HLAND, HIO 


AGHLAND PUMP AND HAY TOOL WORKS 




















THIS GOOSE 


is not 


Spoiled by Wet Weather 


Neither is Clinton Poultry 
Netting. It is made for long, 
satisfying wear under all cli- 
matic conditions. It lasts if it’s 
Wickwire Spencer Galvanized 
After. Samples and complete 
information upon request. 


erry 
\isw/ 
\S TEE LY 





American Wire Fabrics Corporation 


Subsidiary of 


Wickwire Spencer Steel Co., Inc. 


General Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 
Philadelphia Cleveland 
Seattle 


Worcester Buffalo Detroit 


San Francisco Los Angeles 
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mceews WOOD — 
SCREWS 














Special SCREWS “~» UPSET WORK 


Ge Ug, RON. BRASS ES 


“MICKELED 


Ilokarlirls 


(Reg. U. 8. Patent Ofice) 


Continental (oo Reseda Mae 
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ARMSTRONGQ’S 











wel HUARMOTRONG ME CO.BRIOGEPORT. CONN 


—A Rule Hard to Break 





The DIETZGEN FOLDING RULE is made 
of thoroughly seasoned wood with plenty of 
life, and with heavy rust proof metal joints 

firmly anchored at four points; the ends are beeael Nipple Holder 
protected with metal, the figures are clearly 


impressed into the surface; white or yellow 
finish, No. 20 for No. 2 Stock 


They are needed by the contractor, the builder, Range %—1” Right or Left 
the mechanic, by all who measure. To them No. 30—for No. 3 Stock 


it’s a dandy buy and to you a profitable sale— — 
a quick turnover, every one satisfied, it is our Range 1—2” Right or Left 


policy that it be so—IT’S A GOOD RULE 


HARD TO BREAK. The right nipple is always on the job 


Stock these rules, send for our when you carry one of these tools. 


catalog for hardware trade. 


EUGENE DIETZGEN CO. The Armstrong Mfg. Co. 


Chicago New York GEN Philadelphia Washington ° 
New Orleans Pittsburgh p)! == Milwaukee Los Angeles Bridgeport 


San Francisco nee eaee Factory at Chicago Conn. 
Drawing, Surveying, Mathematical Instruments & Materials, Measuring Tapes 
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Mathias & Sons 
Established 1857 Chicage IUSA 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by the 
use of efficient machines, 
the hearty cooperation of 
satisfied employees and 
specialization, the Tubular 
Rivet and Stud Company 
has for 50. years manufac- 
tured rivets that are the 
recognized standard in 
their field. 


une e 8 e 2 ee 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 
J. T. MeDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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2530. Stove Leg 


5000. Keyhole 
Rest, 3% in. dia. 


Escutcheon. 


1175. Drawer Knob 
134 in. dia. 


q 


3500. Bar Lift, 5 in. long. 


2000. Drawer Pull. 


HARDWARE 
and 


Restaurant Trimmings 


These items in their beautiful “SNO- 
WITE” Porcelain Enamel Finish rep- 
resent the last word in modern Trim- 
mings for Stores and Restaurants. 
Their color never changes. Good 


sellers. 
Write for interesting Catalog and Discounts 


American Enameled Products Co. 


CHICAGO New York 
Atlanta Detroit 


Toronto } 


Boston 
San Francisco 
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400. Wall Towel Basket 12 in. 
high, 12 in. wide, 6 in. deep. 


Restaurant Table Leg Shoes 


2545. 2!44x2'yx 2555. 2x2x2% 
in. high. 


23/4 in. high. x 2)/% in. high. 
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Manufacturers of t 
Ornamental Lawn paver =f 
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Rubbish Burners PAVELUSSOUELUSIEETUIM 
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Flower Border So aah Vana as; 


Tree Guards 


THE H. L. BROWN FENCE AND MFG. CO. 
CINCINNATI, OHIO 
All Pickets Made of No. 9 Heavily Galvanized Wire 


LUPEET ALPERT ETE ET Prices Before 
| eee enanencegeemereappecnasentaeiete: 








Increased Manufac- 
turing Capacity 
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Prompt Shipments. 


{EURAUYTOTRRUVUEUYTEULCUEVRTEREYAOTROGLOVELE *, PREGIAUIEE Let Us Submit 
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— You Place 
Spring Orders 











OBERG’S FILES 


With the trade marks 


C.0. OBERG &C° 


cca 


FULLY GUARANTEED 


Circular Cut Files 
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PANSAR 





Are made of the finest Swedish Charcoal-steel. 
Skilled craftsmen all over the world do know 
Oberg’s files as reliable tools worthy of utmost 
confidence owing to their sharpness, great endur- 
ance and uniformity of temper. 


Order from your jobber today, or write 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 


509 E. Hennepin Ave. Coristine Bldg. 
Minneapolis, Minn. Montreal, Can. 








Sell Them 
by the set 
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Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 








It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and neay at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time; no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, j 
leaving a smooth hole and clean, polished surface. , 

Let us send you catalogues. Order through your jobber or direct. ‘ 


The Progressive Manufacturing Co. | 
TORRINGTON, CONN., U. S. A. ; 
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in locked position. 





what he thinks of the Keil Lock principle, and if 
he has ever found its equal anywhere, for security 
against intrusion. 


Keil Jimmy and 


guarantees the user that peace of mind in his home or 
business that is now derived from the extraordinary safety 
of the massive safe deposit vaults in modern banks. 

But why try to tell the whole story here? Better write 
for illustrated booklet and trade prices. 


rr Ask Any Burglary 


Insurance Man 


Saw-Proof Lock 





FRANCIS KEIL & SON, INC. 


Established 1876 
401-425 East 163rd St. New York, N. Y. 
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Anchor Brand Clothes Wringers 





You Need ’Em ™}** We Have ’Em 


Send us your orders. 


LOVELL MANUFACTURING CO. Erie, Pa. 


World’s Largest Manufacturers of Clothes W ringers | 














— _—— - — 


For Perfect Team-Work 


Turn your wrench sales into an opportunity to cul- 
tivate good will and build a _ substantial repeat 
business. 

Feature tools that are adapted to the individual 
requirements of your customer. Point out the many 
advantages of Bemis & Call features that “hold 
their own” against the best. 








Your suggestions are fe } 
an important part of Das sfemcrdio Wass Uj 
merchandising = ser- 
vice. Your trade ap- 
preciates cooperation 
and will reciprocate. 


B. & C. COMBINATION 
SERVICE WRENCH 
performs the work of a 
good monkey or pipe 
wrench. Pleases the 
mechanic as well as 
answering every call for 
a handy tool around the 
home. 





A Better Measure 
of business will be yours if you stock and display 
A&E 
STEEL TAPES 


—; 
—_—~ 

— 

—_—— 


Now furnished with ‘Friction Brake” which causes the 
tape to stop unwinding the moment the user stops pull- 
ing. No “Back-spinning” of handle—no back lash—no 
trouble whatever. 





B &€ & SCREW 
WRENCH offers real 
improvements. Bars are 
forged from open hearth 
steel with oval front and 
back, giving additional 
stock and strength. 
Handle, frame and bol- 
ster are one piece. 


Just satisfactory service and pleased customers. Write for Tape 
Catalog and Information re. Display Tray No. 52. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton St. Gen. Off. and Factories, HOBOKEN, N. J. 





Write for complete de- 
tails and prices. CHICAGO ST. LOUIS SAN FRANCISCO 
516 S. Dearborn St. 817 Locust St. 30-34 Second St. 


BEMIS & CALL CO. ~ lla ae 


Springfield, Mass., es & & Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 




















Reduce Your Stock—Sell Tacks by Length 


. —_. 1] sizes Selling tacks by LENGTH instead of 
[We carry Tacks sighyridsose by NUMBER saves time for both cus- 
z tomers and clerks, as the size is shown 
on the Display Cartons. 

2 tant ebb 6% Dealers can now meet all household 

- home a box requirements with about one-half the 

NEED THEM TO MORRON stock formerly carried, as the sizes are 

ee now graded in eighths instead of six- 

. ’ , teenths, thus eliminating many unneces- 
sary sizes which were found to be “Dead 
Stock.” 

Insist on getting Holland and Shelton 
tacks from your jobber. 





. r HO) »EHO 
1 FOR EVER 
TE ees 


‘AY 





The Shelton Tack Co. 


The Holland Mfg. Co. 
Shelton, Conn. 


Baltimore, Md. 
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THE KING of CAN OPENERS 
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wl 
Made in U. S. A. FULL SIZE Pat. Applied for 


ty * offering this Can Opener to the trade we believe we are giving you a world beater. It is made in one piece and highly nickel plated. 

Has a can opener, bottle opener and cork screw. The strongest and most durable Can Opener ever offered to the trade. No. 44 Can 

Opener has tempered blade, No. 45 Can Opener untempered blade. Put up in one doz. box and 10 gross cases. 
Prices on Application. 


Manufactured by THE H. C. HART MFG. CO., Unionville, Connecticut 




































For the Life of a Lawn— 


The New 


SHERMAN DIAMOND 
HOSE NOZZLE 


A perfect attachment made of 
heavy wrought brass for cov- 
ering more ground in less 
time. It throws more water 
farther —thus shortening the 
important hours of lawn and 
garden sprinkling. A _ larger 
nozzle with a larger stream and 
a volume spray. Water-tight 
shut-off. : 


TREMONT 


Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual laboratory test contains an 
oe es | small percentage of im- 
purities. his metal is rust resisting 
to a remarkable degree and will not 
bend, crack or twist while being 
driven. 


Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that assures a 
strong, permanent grip. They are re- 
markable for their strength af head, 
an important feature in the con- 
sideration of the quality of cut nails. 
All these mechanical superiorities 
make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 






















alw ays 
_—pper fect 
a Spray 















Tremont Nail Company 
205 Lincoln St., Boston 


NAILS 


Order a dozen Diamond Nozzles 
in wy carton featuring ‘‘Per- 
fect ~ @ from your Jobber. 
Individually wrapped in tarnish- 
proof paper. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 




















Screen Door Days Are Here! 


Every screen door is a prospect for a set of DONLEY SCREEN DOOR 
GUARDS. They protect the screen from careless hands and elbows, re-enforce the 
door and prevent sagging. The life of the screen is much more than doubled at a 
cost far less than that of new screening. 





DONLEY SCREEN DOOR GUARDS are made in four sizes, 26%, 28”, 30” and 32” to fit 
any door from 2’ 6” to 3’ 6” in width and are beautifully finished in black Japan Matte. Each 


set is wrapped ready for delivery with the necessary screws. 


Retail, 75c Per Set 


If your jobber does not stock DONLEY SCREEN DOOR GUARDS, send his name and 


address with your own to the manufacturers. 


THE DONLEY MANUFACTURING COMPANY 
10585 Quincy Ave. Cleveland, Ohio 
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Every Call for a Mop Means the Sale of a Wringer 





Be sure to keep the second sale in mind when your customers 


. 34 ask for a mop head. Few, if any, are enthusiastic about the A type for every 
Different Styles unpleasant method of wringing mops by hand and the mere Home, 
. suggestion of an easier way will create buying interest. on ae 
aniline ~ . cs S hiniiien . eate uying - " st | Office Building 
et your trade know you carry an up-to-date stock of labor- and Facto 
saving devices by featuring— _ 





BOLLER MOP WRINGERS AND SQUEEZERS ——s 
By combining the Van Arnam Line of ‘“Ezy-Squeeze’” Mop Squeezers _ | 
with the Boller Mop Wringers, we are prepared to make immediate ; il 
delivery from our complete stocks. Write us for complete details and MMM LL, (Bs 
prices. \ A ANN, 
PETER PjOLLER MACHINE WoRKS 
126-128 N. Curtis St. Chicago, II. No. 9 Challenge 


No. 7 Challenge 

















A New Power Mower WASHINGTON 


For the Average Size Lawn Home Furnace 


Here is something entirely new—a small, power driven 

mower that can be sold to average homes. There’s a 

large market waiting for just such a time and labor sav- , . 

ing beautifier. This mower, built by pioneers in power Dealers will make big money 

lawn mower construction, is a sturdy, dependable unit, selling Washington Home Fur- 

yet light in weight and simple—the smallest power naces because they are backed 
by our, extensive advertising 

and dealer service co-operation. 

We are the only foundry in 


mower built. 
A elacobsen the world that has ever made a 


-“ stove without a name plate or 
19-inch Power Lawn Mower advertisement on the outside 
Meets the demand for a light, sturdy, 


and in a grained mahogany 
powerful, compact mower at a very reason- finish just like a fine piece of 
able price. Specially designed for the 


moderately large lawn, or lawns br furniture. 
r bs ions and terraces, ot p 
“a ae wee ae Write today for complete sell- 


reel and traction wheels are power ; C 
driven, It steers and handles as easily ing plan. Made in same plant 














as a hand mower. Cuts two acres . - 
a day on a gallon of gas. Weight in which we manufacture 100,- 
150° pounds. 000 Washington stoves and 
ranges per annum. Can ship 


You should cash in on this new 
type of power mower. Liberal 
sales and advertising helps. 
Write for Literature 


sample furnace now, as we 
plan to manufacture so fur- 














No, This Is No: 





and plan. 
on Jacobsen e Victrola naces per day. 
a Mfg. Co. SPECIAL FEATURES 
— “.. Dept. DD Two years to perfect, new features never before in a 
ting Green wracine furnace, heats entire home with circulating moist heat, 
sconsin beautiful mahogany enamel finish; equal to finest ma- 


Mower, and 


Estate Mower. hogany furniture, no name plate on outside, special air 


duct, hot blast fire box, correct construction of water 
pan, most beautiful and most expensively constructed 
furnace now on the market. - 


ca) — Gray & Dudley Co. 


NASHVILLE, TENN. 


“We melt more than 100,000 pounds of Southern pig iron per day” 


A GUIDE TO BETTER BUSINESS 


Heller’s Reference Book on Hardware Store Fixtures will be 
mailed free upon request to any Hardware Dealer. 

Every one of the scores of beautiful pictures and every line Coupon 

of the reading matter is designed to increase sales in Hard- 

ware Stores. Ww. Cc. Heller & Co. 


























Many of the interesting problems solved in modernizing over Montpelier, Ohio 

2000 Hardware Stores are made clear. Always the Dealer y - 2 

writes ‘‘You have increased my sales.’’ Please send without charge 
The display difficulty that has baffled you has probably al- 

ready been solved in one of these many Hellerized stores. and without obligation on my 
It need bother you no longer. Ask for your copy of part the reference book on 
Reference Book No. 27-A. Hardware Store Fixtures ad- 


vertised in Hardware Age 


W. C. HELLER & CO. Magazine. 


Main Office and Factory: NETS Pee O PT Thee ; 

700 Wabash Ave., Montpelier, Ohio ates 
Eastern Display Room: 

20 Vesey St., New York City 
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72% Greater Holding Power 
Than Wire Nails 


READING IRON COMPANY 


Reading, Pennsylvania 
Also makers of RICO Hard Cut Floor Nails, made to 


drive into hard wood without bending. 








<7 SPRAYERS 














MILWAMKEE BAUSH MFGCO. 


EXCLUSIVELY 


For the Hardware Trade 


Milwaukee Brushes excel in quality—lead in 
sales and outlast others for genuine service. 


We offer a complete assortment of Brushes and 
Brooms, made of Wire Bristle and Fibre, which 
are handled by the General Hardware Trade. 


Send for Catalog No. 20 





eee 


THE MILWAUKEE BRuSH MANUFACTURING CoO. 
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The bugs and blight come as regularly 
&. as the seasons, hence the demand for 


SA Sprayers is a yearly one. It is 
: DR: an increasing de- 
SS : mand because farmers 
S every year learn the 
SS value of thor 
P ractical WS Pr aying 
Style 7 
| . 


of Hand Sprayer, At- 
omizer and Duster is 
found in the ‘‘Acme’”’ 
line. You can meet ev- 
ery customer’s needs 
with a smaller invest- 
ment by selling the com- 
plete Acme Line, all pur- 
chased from one house. 
Farmers Know 
*‘*Acme’’ Quality 
Every “‘Acme’’ tool car- 
ries the “‘Acme’”’ Trade 
Mark—a brand that for 
years the farmer has rec- 
ognized as a safe buyer’s guide. 


Sold by Good Jobbers 
Everywhere 
*‘Acme’”’ Toolsnever have been sold through 
general mail orderhouses. We protect the 
established jobber and dealer. National farm 
paper advertising and effective sales litera- 
ture helps you sell. Write for catalog, 
prices and name of nearest jobber. 


POTATO IMPLEMENT CO. 


DEPT.11 TRAVERSE CITY, MICH. 














































Lupton Steel Shelving 


gives an orderly display to the Hardware 
Merchant's stock and puts efficiency into his 
selling effort —this means larger profits. 

Write us for book describing storage that pays 


DAVID LUPTON’S SONS CO. 
2235 E. Allegheny Ave., Philadelphia 758 
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A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 
\WWe do more than guarantee this boat 


glue; we help you sell it. As soon 
as you order 





JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
sooklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 














Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue Boston, Mass. 




















Heavy Pressed Steel 








Garden “‘Prowele 








Dandelion Weeder 





Hand Weeder 








Ko 






Moe’s SAMPSON 
FIRE SHOVEL 


Something out of the ordinary. Real Beauties.— 
One piece heavy pressed steel, finished in baked 
black enamel. Made to last. Write for Catalog and 
attractive prices. 


HOEFT & COMPANY, INC. 
405 N. Ashland Ave. Chicago, Il. 











Superiorities Galore 


Pe 
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“Arawana” Hammocks 





to radical and outstanding improvement 

—if thought is devoted to their design. 
Thought has been applied to ‘“Arawana” 
Hammocks, consequently they are far supe- 
rior to the common run. 


Fi "so: prosaic hammocks are susceptible 


These superiorities make them more easily 
sold and more thoroughly appreciated in 
service. Your Jobber’s salesman will explain 
them when you ask for “Arawana’’ Ham- 
mocks. 


The I. E. Palmer Company 


Middletown, Connecticut 
NEW YORK OFFICE 


334 4th Ave. Corner 25th Street 





























84 





‘ 4 
‘Colored: vm a 


HARDWARE AGE 





Sell the Standard Line of Water- 
proof Colors to the Artist, 


Architect and Engineer 


ROFESSIONALS and amateurs alike have for 

years accepted no other drawing inks. HI 

INS’ Colors, brilliant, transparent and permanent, 
may be worked quickly and easily over HIGGINS’ 
Waterproof Black. 
Such constant demand places HIGGINS’ Drawing 
Inks among profitable items in any art department. 
Your sales will jump when you've laid 
in your stock of this complete line of 
popular colors (listed below). Sell them 
along with HIGGINS’ Blacks. 
COLORS: Carmine,’ Brick-Red, 
Orange, Violet, Green, Blue, Vermilion, 
Indigo, Brown, Scarlet, Yellow. 
WHITE: Waterproof—Opaque. 
BLACKS: Waterproof — for 
working drawings; General (Sol- 
uble) for fine line work and 
black washes. 


CHAS. M. HIGGINS & CO. 
271 Ninth Street, Brooklyn, N. Y. 
Chicago London 





































Pee TADD TIRE 
JADDERS 






























































pt lA METHODS 


510 provide adequate storage facilities for 
shelf tatoo make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
ERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throu t, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
‘efficiency One style only—neat of design— 
attractively nee Ai height — 
easily installed—meets most 2 
requirements. Circular mM y 
on request. E. 
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Ball Bearing Furniture! 
That is exactly what you have with 
“Acme” Casters. The large surface 
ball revolving upon the smaller anti- 
friction balls is practically frictionless 
and absolutely noiseless. Most impor- 
tant, it is instantly ready to move in 
any direction. Jamming and scratching 
or marring the floor is impossible. 


‘rom your Jobber: send for Catalogue 





*fRoll Along on Acmes’’ 
THE SCHATZ MFG. CO. 


Poughkeepsie, N. Y. 


AGENTS: 
J. & McCarty & Co., 29 Murray St., New York City 


W. Gause Company, 693 Mission St., San Franeisco, Cal. 














Now, More Than Ever Before 


it is essential that you study your 
Market Report carefully and con- 
sistently. Every important price 
change in the trade is recorded in 
these columns weekly. 


The MARKET REPORTS as found 
in HARDWARE AGE are the most 
authentic published. 


Use them as a buying guide. 














Saunders Norvell Says, 


“Know Your 


The man who can explain the construction, who 
can give an interesting, detailed account of the 
manufacture of a piece of cutlery, is the man who 
is going to sell it. 


Put yourself in the consumer’s shoes. What 
would you think of a dealer who, after he has 
learned your need, starts a sales argument some- 
thing like this, “Well, here’s a nice knife I can let 
you have for $1.25; of course, if you want some- 


Merchandise to Sell It” 


thing better, this sells for $3.50.” If you press him 
for an explanation of the difference, you get a 
meaningless little speech on “better quality.” 

He simply doesn’t know his goods. 

But his case is not hopeless. Moreover, he 
doesn’t need a “Five Foot Shelf of Books” to leary. 
The cutlery articles in HARDWARE AGE are an edu- 
cation in the construction and merchandising of 
cutlery. Study them carefully. 
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Scaffold Bracket 


on Le f Fixtures 
| , : Packed in handy, attractive STEEL WIRE 
Ys “* SCRATCH BRUSHES 


fiber boxes for Dealer Dis- 














play. One pair, two pair, A large variety for industrial and household require - 
half dozen and dozen in box. ments. First quality backed by more than fifty years’ 
experience. 
; Write for catalog and prices. 
Distributors Orville E. White THE HEROLD BROTHERS CO. 
The Lansing-Company 1000 Bauch Bldg. Established 1874 
Lansing, Michigan Lansing, Michigan 1104 W. 9th ST. CLEVELAND, O. 




















American Steel & Wire 


N | R = =f 


Chicago, New York, Boston 
Denver, Birmingham, Dallas 
U. S. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


LOOLS 


ICE TOOLS 


D 





Ice Tools and other equipment 
for every ice handling purpose. 
A large stock always on hand 


‘ acl 


| 

a—<e ee BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 

write for complete price st, | wataukegan, Baber Perfect Ellwood, Juntar, Lyman: 

discount sheet, display cards. j ZINC INSULATED. FENCES: American, Royal, Anthony, 
ti be nner. 

win one vores? a Hl] BANE rey aeeg) STEEL Posts 

% ul NewYork, Boston, Tradl Pittsburgh | ny hd Wire. brands. 
il ene 00 











MAKES BEAUTIFUL LAWNS | Give them PHENIX QUALITY 
AND PROLIFIC GARDENS! : af os? algae 


Phenix Storm Sash Hangers and 











Stock and recommend , a . + Fasteners are simplest, handiest, eas- 
pure, safe, effective fertilizing ’ iest applied, most =r 
agent— . efficient--that’swhy ig 

r they sell best. New AAAA 
NATURAL GUANO improvements put 
them in ae class 
aie — eae of theirown. Write 
aan cep Manure to-day for Catalog 5 
Distributed in convenient, attrac- showing full 
tive packages. 5-pound, 10-pound, Phenia line. 
25-pound, 50-pound, 100-pound. Samples free. 
Write >) 
for prices and free leaf- Sold by all leading 














let, “How to Make Beautiful 
jiobb 
Lawns and Gardens.’’ on ce 
No. 115 Fastener 


a Pee ancillng PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 























Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 
FUSE We manufacture various 
brands of. fuse, among 
which you should find 


one adaptable for your 
work, 





SUPERIOR 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 

















The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 
TT Hi l CHAIN-LINK 

«803. WIRE FENCE 

: Ask for Catalog 

ii THE STEWART IRON WORKS CO., Ine., 225 Stewart Block, Cincinnati, O. 
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STRATTON *** = 32004" 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











Robertson “Horse Shoe a ay 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific west 
Good profit. Write for price list. 

Name and design trade marks registered U. S. Pat. Off. 



















J. H. WILLIAMS & CO. 


“The Wrench People” STANDARD FOR 























COLUMBIA oie iron yous josver 
ri Manufactured and guaranteed by 
Dry Batte es NATIONAL CARBON CO., Inc. 


-they last longer New York San Francisco 

















SUNBEAM 


pat, ‘HEATER 


"S208 waan 


This modern heating plant requires no basement, yet it heats the entire 
house. It takes up little space and is as attractive as a fine piece of 
furniture. Write today for our dealer proposition. 

THE FOX FURNACE COMPANY 

Largest Makers of Heating Equipment 

















ELYRIA, OHIO 











99 
HACK L E NOX” saws 
SC TA ED. nc 
“The Toots in Lhe Piaiid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. New York BUFFALO Chicago HALF A CENTURY 
gate nti ACK PRICE SERVICE 
EVEREADY  P&PENDABLE | |/anne /RVICE 
RELIABLE Keeps you informed at all times 


of the Net Cost on approximately 
30.000 items of Hardware 


Mashback Hardware Co. Inc., SO Warren St.,. New York 











BOLT 
“VICTOR” clipper 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 








Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 


Write for prices. 
Bronze P 


and Copper Spargo Wire Co., Rome, N. Y. 











“ REQUIRES , 
ONLY re eaten a mama ra , SAMPLE 














Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-BoRAx COMPOUND Co. 
‘ort Wayne, Ind. 





@AT. MAY 27,1908 











Makers of Every 
; Kind of Screw, 
Nut and_ Bolt. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 




















SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
——) sizes of pure copper. Send for our 
new descriptive catalogue. 


SEYMOUR SMITH & SON, Inc. 
Oakville, Conn. 











Sales Agents: John H. Graham & Co., 113 Chambers St., New York 





BROW N & SHARPE [TOOLS 


For Nearly 100 Years There Has Been No 


Substitute for Brown ®& Sharpe Quality 
e 
Send for Small Tool Catalog Vo. 2JY 
BROWN & SHARPE MFG. CO. 
PROVIDENCE, R. I... age Ss 
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TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SYNo) 5 On OO) 230; 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 


Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 


AGE 


HARDWARE JOBBERS’ 
CATALOGUES 


J. H. YEWDALE & SONS CO. 
MILWAUKEE 


1865 meee 1925 
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Belt Punches Arch Punches 


Spring Punches _ Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools. of superior 
quality. 


The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufaeturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our products. 

We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 


Cc. S. aaa & CO.. NEWARK, N. J. 


NE 
rABL ISHE D 1826 








“ALLEN” 
WRENCH 
SETS 


HAVE cold-drawn (Allen process) sockels, guaranteed unbreakable 
in practical use. Box Sets and Bag Sets, in the handiest possible 
combinations for mechanics and car owners. Features and prices 
in new Allen catalogue; send for copy if you sell—or use—wrenches. 


THE ALLEN MFG. CO., t(xr?FGRD CONN. 




















t Russell Jennings: 
_ Auger Bits’ 


Patented by 
Mr. Russell Jennings © 
; in 1855 









Two styles 
of shanks,;— 

three threads for 
boring all woods. 








Russell Jennings Mfg. Co. 


Chester, Conn. 


Rock Island Radiovise 


While a big seller for radio work, this strong vise is also very 
popular for garage, workshop and home use. It has an attrac 
tive bright Red finish. Liberal profit. Write for discounts. 





Swivel Base 
Anvil Type 
Write for 
Prices 





ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 




















The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 





Sample free. 
BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 











Called for by Name and Number 
“Detroit No. 2” 


This high quality torch has 
earned a reputation for depend- 
ability and service—in service. It 
is popularly known among. its 
users as THE DETROIT NO. 2, 
THE BEST TORCH. 

Patented burner generates high 
degree of heat, producing solid 
blue flame. 

One quart capacity. Furnished 
by all le ading Jobbers. Write for 
our catalog “H.” 


Detroit Torch & Mfg. Co., Detroit, Mich. 


New York Office: 45 Warren St.: Canadian Rep. George P. Fraser, 39 
Tyndale, Toronto; Kettmann & Ten Eyck Sales Co., 2131 E. 9th St., 
Los Angeles, Calif. 
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An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Box Number Address. 
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Business Opportunities 








Industries Wanted at 
Sparta, Illinois 


Population 4500, fifty miles from 


St. Louis. Factory building ready 
for occupancy. Sufficient labor 
available. Adequate housing fa- 
eilities. Sanitary town with water, 
sewer and paving. Cheap coal, 
water and electricity. Good ship- 
ping, two railroads. Hard roads. 
Manufacture your product in the 
heart of the Western Market. 


Address C. B. Reed, Commercial 
Club, Sparta, Ill. 














DESIRABLE OFFICE AND SALESROOM 
SPACE in the center of the hardware district on 
Chambers Street. The third floor of remodeled 
building at 151 Chambers Street, 25 x 75, 
equipped with electric light, steam heat, and all 
modern improvements, including elevator service. 
The balance of the building is occupied by the 
following well-known hardware manufacturers: 
Iver Johnson Arms & Cycle Co., John Russel] 
Cutlery Co., Union Hardware Co., and Pike 
Manufacturing Co. Rental, $175.00. per month. 
For further information or view of the space 
apply to Herbert R, Conner, Manager, PIKE 
MANUFACTURING CO., 151 Chambers Street, 
New York City. 





EXCEPTIONAL OPPORTUNITY FOR 
LIVE HARDWARE MAN, wholesale and retail 
business, centrally located on busy street in 
Brooklyn. First class stock, take inventory. Pay- 
able half cash; balance—in notes. Long lease, 
rent, $100 per ‘month. Address Box G-581, care 
of Harpware Acer, New York. 





Help Wanted 


Sales Accounts Wanted 





PRACTICAL MAN WITH EXECUTIVE 
ABILITY capable of taking charge and building 
up old established lock factory. Write fully 
your qualifications, age, salary expected and refer- 
ences. Address Box G-579, care of Harpware 
Acs, New York. 





SALESMAN—EASTERN PENNSYLVANIA 
HARDWARE JOBBER wants experienced man 
to cover Southern New Jersey and Eastern Penn- 
sylvania territory. Address Box G-580, care of 
Harpware AcE, New York. 





SALESMEN WANTED CALLING ON 
HARDWARE and sporting goods trade in north- 
ern states to handle winter sports articles of 
national fame. Good opportunity to make money. 
Give references and full particulars in reply. Ad- 
or Box G-591, care of Harpware AcE, New 

ork, 





UNDERHILL, CLINCH & CO. requires the 
services of a man familiar with Long Island and 
Brooklyn trade. State age, experience and salary 
expected. 84 White St., New York City. 





Positions Wanted 








A Gentleman 


with twenty years of successful 
sales experience and office man- 
agement in the Building Material] 
and Builders Hardware Business, 
including Manufacturing, Jobbing 
and Retail, now employed, will 
entertain offer from a first class, 
reliable house in need of a Sales 
or General Manager. Address Box 

















500 DOOR HOLDERS. I will make a bargain G-503, care of HARDWARE AGB, 
price on 500 Bernhard door holders. Everyone New York. 
perfect. The strongest holder made. Send for | | 
circulars and prices. LOUIS BERNHARD, 141 | | , 
Milk St., Boston, Mass. ~—~ ~- 
EXPERIENCED HARDWARE MAN wishes 


PARTNER WANTED —Real opportunity for 
live man, having $15,000 to invest, to secure in- 
terest in up-to-date hardware store established 35 
years. Previous hardware experience necessary. 
Additional capital needed to serve thriving in- 
dustrial center Western New England, trading 
population 300,000. Address Box G-589, care of 
HarpwareE Ace, New York. 





TO REN T—Large, double store in Binghamton, 

. Y. Basements fitted for salesrooms, size 40 
x 120 feet. Located in best business center. J. 
M. McNAMARA, 175 Washington St., Bing- 
hamton, N. Y. 





HARDWARE AND HOUSEFURNISHING 
STORE, south shore of Long Island. Must sac- 
rifice. Other business. Address W. C. KOMAN, 
Sayville, L. I., N. Y. 





to connect with a reliable concern either as an 
inside or outside salesman. Has spent all his life 
from boyhood in the hardware field; 12 years in 
the jobbing end of the business and 17 years in 


the retail. Can give good reasons for desiring 
to make change. At present employed; married, 
age 43. Address Box G-597, care of HARDWARE 


AGE, New York. 





CAPABLE MAN, AGE 30, WITH 10 YEARS’ 
experience in developing hardware sales through 
catalogs and other direct-by-mail literature, de- 
sires connection with live, progressive jobber or 
manufacturer as sales promotion manager or as- 
sistant to sales or advertising manager. Excep- 
tional sales correspondent. Possesses executive 
ability. Unquestionable references. Address 
Box 7114-A, care of Harpware Ace, Otis Bldg., 


Chicago, IIl. 





A RESPONSIBLE SALES AGENCY operat- 
ing as manufacturers’ representatives, covering 
Eastern Pennsylvania, Southern New Jersey, 
Delaware and Maryland with an office and show- 
room located in the heart of the wholesale hard- 
ware district in Philadelphia, desires additiona) 
lines for both jobbing and dealer trade. Builders’ 
hardware, tools or a specialty. Plenty of space 
for a consigned stock if desired. Address Box 
G-531, care of Harpware Acg, New York. 


WE ARE IN POSITION TO PROPERLY 
REPRESENT a reliable manufacturer of hard- 
ware or housefurnishing line. We travel three 
salesmen through Ohio, Michigan, Indiana, IIli- 
nois, Wisconsin, Minnesota, Iowa, Kansas, Ne- 
braska, Missouri, Kentucky and Pittsburgh, Pa. 
We call on jobbers and large retailers. Anning 
& Moller, 35 S. Dearborn St., Chicago, III. 








Sales Representatives Wanted 


SALESMEN WANTED to sell the retail hard- 
ware and kindred trade, package and bulk “‘Purity 
Brand Lawn Seed” as a side line. Liberal_com- 
mission. For sostleniere. Address Box G-584, 
care of Harpware AcE, New York. 


MANUFACTURERS’ AGENT OR SIDE 
LINE salesman wanted to solicit orders. Must 
be acquainted with the trade. Pocket samples, 
big commissions. Address Box G-575, care of 
HARDWARE AGE, New York. 











SALESMAN TO CARRY SPARK PLUG of 
superior merit as side line on straight commission 
basis. State territory you cover and lines you 
carry and gve reference. Address Box G-582, 
care of Harpware AGez, New York. 





SIDE LINE—Salesmen now calling on acces- 
sory jobbers and dealers can add thirty dollars 
a week to their income by carrying one of our 
small samples in the corner of their case. This 
is a nationally known product manufactured by 
an established house and you will be backed to the 
limit and credited with all orders from your 
territory. State territory traveled. Address Box 
G-595, care of Harpware AGE, New York. 





SALESMEN IN SEVERAL STATES to sell, 
on commission, a complete line of washing ma- 
chines to dealers and jobbers. Commission on 
mail orders as well as orders taken. Address 
Box G-594, care of Harpware AcE, New York. 





SALESMEN—We have several openings for 
high caliber salesmen, experienced and _ success- 
ful, to sell an old established line of tools and 
razors to the retail trade. Exclusive territory. 
Commission proposition. Can be carried in con- 
nection with other lines. State territory covered. 
Address Box G-596, care of Harpware AcE, New 


York. 





Let Us Help You Word 
Your “Want.” 











SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? 


Give details—insert vour ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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MILBRADT 
LADDERS 


SU3S WET WHEN PACWES : 


TPRELIABLE PLASTER | 


 ] 
a 
ij 
ee 





fixtures and goods, as well 

as bring the appearance of 

your store up to date. ne 
Write for catalogue show- . 

ing a large number of styles A new convenient way to handle Plaster 


cnivaco 


PARIS 
Will pay for themselves in a sont atin Sagmeanenmnats os ™ 
short time by enabling you a ne ee ae 
to wait on more trade, save — Soe 3 
the wear and tear on your | — PASTEL RELIABLE PASTE CO. * 


CHICAGO 











=, for all kinds of Paris Packed in three sizes: | 
. One pound, two pound and five pound packages in an assorted 
Milb e Mf C barrel of 360 pounds as follows: 40 1-pound packages; 60 2- 
radt g. oO. —_* gg ane 4 2 Dec gue and costs no more to 
2411 N. 10th St. andle than bu aster Paris. Write for prices today. 
St. Louis. M RELIABLE PASTE Co. 
- ous, o. 3223-25 Cottage Grove Avenuc Chicago, Illinois 


Dry Paste—Paint and Varnish Remover—Calcimine 























THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 
Plant of 


1000 MILITARY RD., BUFFALO, N. Y. 





STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We: 
make both kinds. 





AmericanShearer Mfg.Company 
Nashua, N. H. 

















Meet every ‘‘call’’ 


Taste in percolators varies—but the 


Q. Lindemann & Co. 





Rome complete line meets them all. Manufacturers of 
And meeting the ‘‘call’’ means profit- ALD ( 
able turnover. 4 \ BIRD oe 
Write— ” 
vagy ’ 


CAGES ™A" 


35-37 Wooster Street, New York 


UNIVERSAL €ramp UNIVERSAL 
ji eee! | ~ BOX STRAPPING 


minute. Everlastingly leak-proof. Order Universal 


ROME MFG. CO. 
Factories and Offices, Rome, N. Y. 
































ton” Get them from your Jobber—or write wi. CARY MANUFACTURING CO. 
eae to yy Siete Manhattan Bridge Plaza, Brooklyn, N. Y. 
































J. L.. THOMPSON MFG. CO. 
bal eS American Can Waltham, Mass. 


tunel te S Tubular and Bifurcated 
U. 8S. Geta Pin Co., Montpelier, Ve. 


Sales Dept. American Can Company =HstVvailo 


1015 Union Bank Bidg., Pittsburgh, Pa. 


The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


J. R. TORREY erty co. 
WORCESTER, MASS. 























Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 


UMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 


=~ _ ELEVATORS 
. D 





oO. 
Syracuse, New York 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass. 




















If it’s the best tool you can sell 


For Working Stone 


it’s ours 


Trow & Holden Co., Barre, Vt. 
Send for catalogue. 


SCYTHES: 


Scythes since 1812, Axes since 1800 


RIXFORD Fc. Co. 


East Highgate, Vt. 


Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 
Economy Mfg. Co. 
5850 Germantown Ave. 
Philadelphia, Pa. 























LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 


Dee, 2 _——EEE—EE 
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‘INDEX TO ADVERTISERS 











THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. 
No allowance will be made for errors or failure to insert. 


Every care will be taken to index correctly. 
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Drive 














UST ask him what car he drives—that’s all the in- 
formation you need to sell any car owner the com- 
plete and correct Snap-On Set for his car. 


Let him name any single job that’s particularly hard 
/ and in a jiffy you can lay a Snap-On in his hand that will 
Pan make it easy. And he’ll come back to thank you and buy 
; more Snap-Ons. 
This tells you how complete is the information in the “What 
Snap-on Snap-on Car Do You Drive?” book to make Snap-On sales quick, 
a cae NE easy and accurate—how scientifically the Snap-On System 
is planned to make Snap-On Wrenches profitable for hard- 
ware dealers who are too busy to bother with the technical 
features of motor cars. 


The Snap-On line is a logical line for any hardware dealer 
who sells any tools at all—because our sales plan is de- 
signed especially for him. Snap-On Wrenches are tremen- 
dously worth-while to you—because of the great need 
among car owners for the wrench service that only a 
Snap-On Dealer can give. Write us now—this is the big- 
gest season of the year for Snap-Ons. 

















~*~ 





Any car will last longer, give less trouble and better service, and 
cost less:-money to run, if its owner has a Snap-On Set like this 
to take care of it in his own garage and on the road. Read the 

















card in the lid. That’s your message to car owners when you 
become a Snap-On Dealer. Snap-On service is sO simple to 
render! You should lose no time in going after this business. 


Factory Service Enaj “allt , 
| ngine 
T§ Specifications From When Furnished 


Look for the name on each handle and socket—without it no wrench is a 














genuine Snap-On e Correct Ss is We Sele al 
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Le aa 
Socket Wrenches 
Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 
Sole Distributors—14 E. Jackson Blvd., Chicago, IIl. 
Distributing branches in 18 Principal Jobbing Centers 
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Cattleman’s 
and Ranchman’s 
Knife. 3 blades—a 
B large clip blade for hard 
use, asheepfoot or tobacco blade, 
and a correctly shaped surgical 
blade for altering, etc. Stag handle. 
Nickel Silver linings, bolsters, and shield. 
Length, closed, 37 inches, 








Seasonable Knives Increase 
Spring Cutlery Sales 


y OW is the time to stock, feature and sell 
Remington Knives for stockmen, cattle- 
men, sheepmen, hog raisers, farmers, car- 
penters, mechanics, plumbers, electricians, radio 
tinkers, boy scouts, fishermen,sportsmen,campers, 
trappers, auto-tourists, florists, nurserymen, and 
fruit growers. 





+ 


Remington’s Pocket Cutlery Spring advertising 
and merchandising campaign in national and local 
farm papers, Saturday Evening Post, Popular 
Science, Popular Mechanics, and sportsmen’s and 
boys’ magazines will send many Remington 
Pocket Knife customers into your store. 


Ask your jobber’s salesman or a Remington repre- 
sentative how to get one of Remington’s attrac- 
tive cutlery show-cases free. It will help you to 
increase your pocket-knife sales the year round. 


Remington Arms Company, Inc. 
25 Broadway Established 1816 New York City 


Remington, 
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penter’s Knife 
has no equal for the 
carpenter and handy 
man. It has a heavy master 
blade for cutting coping, a 
scribing blade for cutting building paper, etc., 
and a pen blade for finer work. Length, closed, 
314 inches. 





This Remington 
Fisherman’s Knife is 
equipped with a disgorger 
onthe handle. Itslong, slen- 
der blade is ideal for cutting bait, 
cleaning, or scaling fish. It is made witha full 
knowledge of the fisherman’s needs, Length, 
closed, 5 inches. 








oh 


R42i5 


gical blades for alter- 
ing, docking, marking, 
: dewlapping, vaccinating, and 

all veterinary work around the 
farm or ranch. Its Nickel Silver 
lining and trim prevent the rust which causes 
infection. Length, closed, 37, inches. 


ti ren ie 









One of Rem- 
ington’s popular 
knives designed for 
Hunters and Trappers. 
Sticking and skinning 
blades. Brasslinings. Nickel 
Silver bolster and shield. Hole in 
the end for thong or lanyard. Length, closed, 
414 inches. 


© 1925 R.A. Co. 





Rifles 





Ammunition Shotguns Game Loads 


Cutlery Cash Registers 




















